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HOUSANDS of dollars are wasted each year in 

a vain attempt to illuminate display windows 

having a wrong color scheme. The most brilliant 
floodlights fail when the background is wrong. The 
plate glass becomes a mirror instead of a transparency. 
Shoes are invisible most of the time because of the re- 
flections on the glass. Only when awnings are lowered 
are the shoes made to stand out. All this may be over- 
come by a proper coloring of the background. 

A too dark background acts exactly as does the quick- 
silver backing of a mirror. Also it swallows up the 
shoe display and merges the whole thing into a mass 
that is indistinct and blurred. You must have contrast 
to set off shoes, but the background should never be of 
a character that will blend or merge with the shoes 
themselves. 

For this reason it is well to consider *a~complete 
change of background with each window trim. There is 
too much money spent on elaborate window backgrounds 
of solid color, oak, walnut, ash, or other neutral shades. 
Such shades sometimes do not give enough contrast, to 
set off the shoes. The merchant feels that he cannot 
afford to cover up all his expensive woodwork with 
drapes or hangings, so he puts his shoes against the 
dull background. He turns on a hundred lights and 
wonders why his windows are so dull and unattractive. 

Light colored shoes require a dark setting. Dark 
colored shoes need a light setting. How can such effects 
be had when the window is an arbitrary, dull, drab 
color? 

So-called store architects love to build in elaborate 
designs and a lot of carved woodwork and jimcracks. 
They seem to revel in columns, pilasters, panels, eneral 
elaboration. All this may be very beautiful according 
to “art,” but is frequently highly impractical for dis- 
playing merchandise. Many windows cost too much 
money entirely in comparison with their real worth. 

There are color experts who may be consulted at all 
times. These men know exactly what certain shades 


uch 
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and tints will do under certain lights. They will tell 
you there are shades that swallow up the most brilliant 
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light. There are other shades that reflect and intensify 
lights. Many a lighting bill has been cut in half after 
one of these experts has written his prescription. 

For example, green does not reflect light. Yellowish 
shades do, however. Brown tones down and absorbs 
light. White makes an unpleasant glare. Black toning 
down to gray is almost an impossible color for good 
effects. Blue is cold and red is warm. Pink is too 
delicate for most windows. Red usually is too loud and 
needs to be softened. 

A white shoe set upon a drape of dark purple or black 
stands out wonderfully. A black shoe placed against a 
background of light is sure to get attention. Tinted 
bulbs help various colors greatly. White lights are apt 
to be garish and cast too many shadows. Try various 
colored bulbs with your many kinds of shoes and see 
what wonderful effects you may get. 


HE display windows of a store are intended to sell 

the merchandise shown in them. Unless they do 
that they do not pay for their keep or the space they 
occupy. There is a growing tendency in shoe stores to 
make the display windows extremely artistic and, in 
some instances, radically futuristic, or what Greenwich 
Village calls “modern.” All very well as art exhibits, 
but not so good as merchandising aids. Too much art 
and not enough emphasis on the shoes displayed. A 
window may be so artistic that it conceals the shoes 
entirely. Elaborate backgrounds tend to swallow up 
the shoes and to throw them into shadows or merge 
them so completely into the picture that the public will 
never see them. 

Try an experiment with one of those highly artistic 
windows. Ask a dozen people to express an opinion on 
the display and, while most of them will rave over the 
art work and elaborate backgrounds, few will mention 
the shoes. Only a shoe man will see the shoes. Right 
there is one of the biggest mistakes of the shoe man 
today. He sees shoes, no matter where they may be 
displayed. They are his first and only thought. 

But the great buying public does not view things that 


[TURN TO PAGE 71, PLEASE] 
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TO) HEN hats became hel- 
mets, and the detail of 
stitching more important 
than the flower, feather or 
ornament, then footwear 
took on the companionate 
idea of lines for a design. 


F it the Eves 
F irst—thru Style 

























outward appearance. The center of the fashion world has 

an art colony of 48,000 persons. It is the most natural 
thing in the world to expect in this immense art group new treat- 
ments of old subjects. The garment houses now depend on the 
outside creation of design, and if’a thousand are submitted, the 
final selection may come down to @:dozen that are practical and 
profitable. 

The same is true in measure in shoes. Every creator of shoes 
in Paris finds useful the daily presentation of patterns by artists 
who look to the shoe store for artistic expression and some little 
money to keep them alive while they are studying their art. 
The shoe maker in Paris, therefore, gets thousands of designs 


S Boom is more in the parentage of design than just the 


Black suede shoe in the course of a year, and having the courage to try some of 
with edge stitched them he creates for*the world some original effects that may 
in fine black leather sweep into footwear the world over. The importance of original 


design increases as the public accepts these new ideas. 

The coming of new hats, where line instead of affixed orna- 

> ments are used, are of major importance. The way two pieces 

. of felt are folded and stitched are now of real importance. The 

© °° entire costume, including the hat and shoes, are beginning to get 

closer together in design. The ruling line of the hat is the 
Punched holes lead 
into Spring, says 
Paris. Some have 
ribbons of leather 
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les z The simple thongs 
of the Grecian 
A white kid with Scalloped tops and sandal interpreted 
leather roses em- foxing are very into a new throat 
broidered in pastel smart in Paris, design. Straps are 
pink shades, with particularly in fastened in at the 
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Holes in the vamp 
with embroidered 
edges are very un- 

usual The wish bone 

opening at the side 

of the shank is 

something new for 

Spring in a plain 

pump 


aviation helmet, which develops into the old Roman head gear, 
with tabs covering the ears, or into the metal helmet of the 
middle ages, with the metal leaves that folded over the eyes now 
pulled up on to the crown of the head. It is, therefore, well to 
watch hats and shoes. 


r(W) ITH the tremendous development in stitched and folded 
shoes.in contrasting leather, smart models are shown in 
which the lizard design on the shoes is repeated on the cuff of the 
glove. The bag made to match is made entirely of lizard skin. 
One of the smartest color combinations is the black suede shoe 
with gray lizard ornament, and the black suede glove with the 
same design repeated on the cuff in gray lizard. The bag is in 
gray lizard. , 

M. Heyraud of Paris (formerly the director of Pinet, and who 
has now bought out the “Armand Shoe”) says: 

“Suede will continue to lead in popularity, but patent leathers 
often combined with suede are coming. That beiges from the 
lightest to medium tones will be good for Spring. That crepe 
de chine for evening slippers in colors to match the gown worn 
will continue to be popular, and will be trimmed with gold or 
silver kid, with kid enameled in vari-colored geometric designs, 
and with tiny gold beads and strass. That cut steel hob-nails in 
varying sizes will trim black suede evening pumps. That much 
metal in general will trim the black shoe. That colored patent 
leathers, combined with suede, promise much. That colored 
linings for shoes are inadvisable and will never become popu- 
lar, because when the foot perspires the dye usually comes off, 
thus staining the light hose which are popular at present.” 

In Ducerf-Scavini’s Paris present collection an extensive use 
of what the French term Fecricuir, is made for both afternoon 
and evening shoes. This leather has an extremely brilliant finish 
and reflects lights in a fascinating manner. It is not patent 
leather, although a few dark brown patent leather models 
trimmed with gold leather, are to be seen. Questioned on this 
subject, Madame Scavini declared that there is some call for the 

(TURN TO PAGE 72, PLEASE] 


To give the spat 
idea and to shorten 





the vamp this 
ribbed silk collar 
and the Stop, Look 
and Listen over- 
lays on the other 
pump 





The yoke strap and 
a contrast of leath- 


er with scallops 


around the collar 
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The overlap effect 

on the hat dupli- 

cated in shoes at 
the side 


Unusual strap ef- 
fects with new 
lines and over-lap, 
particularly in con- 
trasting leather 


Geometric lines of 
the strap and the 
T bar on the out- 
side and not in the 
center 








The Grecian design 
gives a new side 
ornamentation to 
shoes. Some try 
the serpent in the 
same design 


Making the pump 

into a one strap by 

spans. This is 
smartly Parisian 





The circle stitched 

on made up in dif- 

ferent leathers 

with lizard edges 
on quarters 





Colored silk in 
rainbow colors, 
stitched over satin, 
isan evening 
novelty 
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One Hundred “ge D OCTORS 


Study a Case at Retail in 
Recorder Convention 


HE case system of study is interesting, educa- 

tional, and at the same time very fascinating. 

This was discovered when the Massachusetts Re- 
tail Shoe Merchants’ Association held their post-gradu- 
ate convention in Boston recently, under the leadership 
of the staff of the Boor AND SHOE RECORDER. 

Some five hundred case study sheets were sent to 
merchants throughout Massachusetts. They were 
mailed in duplicate so that the merchant could send one 
copy in to headquarters and keep the other for personal 
reference. 

Here were the cases: 


CASE STUDY NO. 1 
A shoe store which has been established for several 
years showed the following operating statement for the 
past year: 


TE Eis a's veh ac be pve tteedabese ses $60,000 
a ie ts a5 e's oe $00 UEDA AO Oo ot 18,000 30% 
ET COD 6 sc bcc ck cece ns OPMMME Beedeees 18,1 loss 

et Na. 6 s Sele Tic skis CRE OC AIO S84 100 


The expense account consisted of rent $4,000; proprietor’s 
salary $5,000; pay roll $5,400; ae "$1,200; mis- 
cellaneous $2, 5 What steps would og advise him to 
take to restore his business to profitable operation? 


CASE STUDY NO. 2 
The same retailer whose case was illustrated in “Case 
Number 1” showed the following financial statement at 
the close of his last year. 


ee ee $24,000 3,000 


Total indebtedness..... 


3,600 Capital and surplus.... 28,200 
OE Site kart easeers 3,000 ss 1: 
Total assets....... $31,200 DU inks 9dhee ogee $31,200 


He was talking with a merchandising e rt to see if 
he could find out oad was wrong with his business. The 
man went over his figures and worked out the following 
summary of his turnover. 


Men's Women’s Children’s Misc. Total 

Total sales ... 33,600 34, eee 8,000 8,000 60,000 
‘ost of sales....... 7,600 21,800 5,60 5,600 40,000 
on hand..... 6,000 12,000 3,500 2,500 24,000 


Further analysis showed that he had $5,000 of really 
out-of-date merchandise, divided as follows: men’s $2,000; 
women’s $2,000; children’s $500; miscellaneous $500. 

If these figures had been submitted to you, how would 
you have criticised them and what recommendations would 
you make? ; 

Now let’s go back to the actual meeting of the mer- 
chants (after you have re-read the story in the Dec. 8 
issue, “Bringing the Merchant into the Class Room”). 


HE Editor and sponsor for the evening’s experiment 
introduced E. A. Burrill, educational director of the 

National Shoe Retailers’ Association, and conferred on 
him the title of “Doctor,” in view of the fact that here 
he had a case that needed not only the advice of an 
expert but the consultation of merchant doctors present 
in the convention, as well as the written diagnoses sent 
in by merchants from all over the State. 

Let’s turn the meeting right over to Mr. Burrill: 

Burrill—“Now let’s consider Case Study No. 1. Most 
all the answers mentioned the short gross profit and the 
amount of the proprietor’s salary as being the main 
contributing factors to the poor showing made. It was 
the consensus of opinion of the replies returned that 
the proprietor’s salary, to be in ratio of the business 
done, should be around $3,000. Then the loss of $100 
would be a gain of $1,900.” 

Hagan—‘“Shouldn’t the man strive to get a 40 per 
cent mark-up? What is his buying expense?” 

Burrill—“Unquestionably, the man should be getting 
a larger mark-up. It is very difficult to isolate the exact 
group of things that go to make the buying expenses in 
a business of this size.’ 

Adler—“In commenting on the selling cost, said that 
5 per cent is about the average for men’s, with 6 or 7 
per cent the average for women’s.” (Burrill disagreed 
with this, giving 8 per cent as about the average for 
a store of this kind.) 


























Hagan—“The payroll is excessive.” 


Burrill—“That is one of the solutions. The pro- 
prietor must sell more goods himself.” 

Adler—“If a man is worth $5,000 to a business, he 
should produce more than $60,000 total volume. Evi- 
dently the boss spends most of his time playing golf.” 

Question from the floor—“Is the rent in proportion 
to the sales?” 

Burrill—“That is rather a hard question. A good 
room is worth a certain price. It is wp to the one hiring 
to make his business pay the rent the location demands. 
If one is paying an excessive rent it is possible to have 
a heart-to-heart talk with the landlord and effect a rea- 
sonable reduction.” 


Adler—“A man should have a son to help him out. 
This would help to keep his expenses down.” (And think 
of this coming frcm a confirmed bachelor!) 

McWeeney—“Wouldn’t it be better if he had two 
sons?” 

Question from the floor—“Isn’t it the tendency to in- 
crease the advertising to around 3 per cent?” 

“Burrill—“If the advertising was 3 per cent and the 
money spent intelligently, the sales would undoubtedly 
be more. It is often considered good policy to spend 
$1,500 in advertising to get an additional $15,000 in 
volume.” 

Question—‘“Please explain the miscellaneous expense 
of $2,500.” 

Burrill—“This covers all such things as insurance of 
about 1 per cent, transportation 1 per cent, telephone, 
taxes, postage, etc. Donations are also included. ~ This 
does not include depreciation.” 

Hagan—‘“Meeting competition is the fear that keeps 
stores from getting their just and needed 40 per cent 
mark-up. Most stores are afraid that if they get a 
proper mark-up, their next door neighbor will put them 
out of business by underselling them.” 

Adler—“With overhead constantly climbing up, it is 
absolutely necessary to strive for a 50 per cent mark- 
up. A few years ago it might have been all right to 
set the mark at 40 per cent, but today 50 per cent is 
absolutely necessary. Just forget what competitors 
might do.” 

Mr. Burrill now took up Case Study No. 2. 


“In this case, if the man had taken a 4 per cent more 
gross mark-up he would have made an 8 per cent net 
profit, instead of showing a loss. In this case, it is self- 
evident that there is too much lazy capital. A number 
of good authorities have agreed that one dollar of 
capital to four dollars in sales is about the right pro- 
portion. If accounts are more than 30 days old, they 
also constitute lazy capital.” 
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McWeeney—“If I had a $5,000 stock of really out-of- 
date merchandise, I would try to get $2,000 for it. If 
I spent $500 in advertising then I would realize $1,500 
net. By putting this $1,500 to work, or investing it in 
quick selling shoes, I would convert the $3,500 loss into 
a quick profit.” 

Burrill—“The biggest weapon for the retail shoe 
business is a sharp lead pencil and the ability to use it. 
A buying budget combined with an inventory budget 
will do the trick.” 


ERE is the summary of comments on the cases 
from one hundred merchant doctors: 


CASE NUMBER ONE 

Gross PROFIT 

3. Raise the gross profit from 30 per cent to 33 per cent. 

4. Outstanding fact is the inadequate gross profit. 
Should be 40 per cent. 

6. Strive for maintained markup of 35 per cent. 

7. Gross profit should be 35 per cent, which means that 
markup should be 40 per cent. 

8. Gross profit O. K. 

9. Try to get a better markup on some lines in season. 

10. Gross profit should be 33 and one-third or better. 

11. Gross profit should be at least 35 per cent. 

12. Gross profit is wrong—figure better markup to take 
care of sales. 


SALARY 

3. Reduce salaries as 17 percent for wages and salaries 
is too high. 

5. Proprietor’s salary $2,000. 

6. $3008. at 8.3 per cent too high. Should be $2,500 or 

,000. 

9. Salary too high unless interest on capital ($28,200) is 
included. 

10. Reduce owner’s salary to $2,500. 

11. The proprietor values his services pretty high for the 
volume of business transacted. 

12. Proprietor’s salary should be cut $1,000. 

8. Owner must contact more with trade as to “own” sales. 


Pay ROLL 

3. Put salesmen on commission basis if not already. 

5. One class A man $2,000. One class B man $1,500. 

8. Selling expense of 15 per cent is double what it should 
be. Reduce force or increase individual sales. 


ADVERTISING 

3. Spend about $600 more for advertising to increase sales. 

5. Advertising to increase sales should be $1,500 instead 
of $1,200. 

6. Advertising too low at 2 per cent. Should be $2,000. 

11. Increase expenditure for advertising 1 per cent. 


RENT 

3. Try to get a reduction in rent if possible. 

5. Cost of rent 5 per cent of business, or $3,000. 

8. Rent of 6 per cent could be decreased by a small gain 
in volume. 

9. Rent should be only 5 per cent of sales. 

10. Rent too high for volume of business. Look up a store 
rent of $2,400 to $3,000. 

[TURN TO PAGE 72 PLEASE} 
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Getting More Shoes Sold Right 
Tariff Justice Needed 


NLY two countries on the face of the globe 

stand without a duty on shoes. A recent let- 
ter from a foreign house to an American manufac- 
turer ends with this phrase: ‘We hope the most 
favorable prices possible will be quoted us, inas- 
much as we are obliged to pay an import duty of 
40 per cent.” 

That is the situation which faces the American 
shoe manufacturer when he tries to ship shoes 
abroad. There shoes must be not only as good as 
what are sold domestically in Canada, Mexico, 
the Argentine or Australia, but 40 per cent better 
in order to stand up on equal terms before that 
public. 

There is but one other nation in the worid of 
any importance which does not levy a duty on im- 
portations of boots and shoes. 

There are many materials, however, that go into 
our shoes on. which a duty is assessed, and the in- 
gredients conceal the duties. 

We stand below the level of the world in the 
matter of competition. We are compelled to pay 
American wages, fuel, rent, bills and all inciden- 
tal expenses, as well as the duties on materials. 

Facts need to be presented to Congress in its 
consideration of the new duty schedules. Let us 
find what duties are levied against our shoes the 
world over. Let’s find what we pay dutiable in the 
many ingredients that go into shoes. 

Let’s not permit hasty legislation in behalf of a 
farm bloc that has been promised everything. We 
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do not want to commit the most astonishing 
economic blunder of taxing raw hides and skins, 
and at the same time leaving finished leather come 
in free. Automatically the skins would go to for- 
eign tanneries to be made into leather for Ameri- 
can consumption. 

We are right on the verge of hasty, half-baked 
legislation through political promises made on the 
farm bloc. First, our industry needs to know all 
of the facts, and then needs to present them, hav- 
ing always in mind the necessity of maintaining 
high standards of American living. 

Let’s know where we stand and how we stand 
economically, and then tell our story, first to the 
leaders and show them that automatically the duty 
on hides means a 10 to 50-cent raise in the price 
of shoes, and on the other hand, that the absence 
of a duty on shoes leaves us open to sharp foreign 
competition. 

One thing the shoe trade ought to do is to pre- 
sent assured facts, well established and sustained 
by evidence. The members of Congress are not shoe 
manufacturers. They do not want opinions; they 
do not want mere generalities. They want figures 
that are tangible and are dependable as to the cost 
of shoes, the cost of leather and other materials, 
the rates of wages, the total major costs and all 
other such matters, comparing this country with 
foreign countries. 

It is of no use to write or telegraph to the Presi- 
dent or Congress, ‘Do not do this,” or “Do not do 
that” with no reason why. It is doubtful if such 
messages will reach the new President. If they 
reach a Congressman they will warn him with the 
thought that his constituents are opposed to such 
a measure, but they are not presenting any weap- 
ons with which to fight the battle. 

Leave off non-sensical bravado to the effect that 
“‘We can beat the world on shoes. We do not need 
any duty.” There is no one thing that has to be 
fought harder for than justice in our tariff sched- 
ules. 


Study Retail Problems 


Pies their research work, scientists all over the 
world have fairly generally adopted the method 
which may best be described by saying that they 
put the patient in the bed. The geologist is not 
content to theorize alone. He must have-the actual 
rocks or ore or crystal in front of him, or better 
still, in their natural habitat. The engineer with 
a new engine does not compute its performance by 
using mathematical formulae. He starts the en- 
gine going and studies it for its virtues and its 
defects. He has the “problem” in the bed. 

Now comes the same method of handling mer- 
chandising problems, as adopted at a recent meet- 
ing of the Massachusetts Retail Shoe Merchants’ 
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Association, under the leadership of the Boot AND 
SHOE RECORDER. 

In advance of the meeting two problems were 
assigned to merchant members of the association. 
Actual shoe store figures were taken and the prob- 
lems were definite. 

Have we discovered by this method of teaching a 
new and important way of continuing the work 
of retail associations along more practical and 
more useful lines? When it is possible to get a 
group of merchants in active mental battle for 
nearly five hours of an evening, it bespeaks new 
interest in actual discussion of problems at retail 
in convention assembled. 

There were times when arguments were so hotly 
contested that merchants on the floor were chal- 
lenging one another’s opinions, and “Doctor” Bur- 
rill was almost out of the picture. 

Be sure to read this week’s story, “One Hundred 
Merchant Doctors Study a Case at Retail in Re- 
corder Convention” for an evidence of a revival of 
merchant interest in association work. 


Get-Together—Don't Scatter 


T is obvious that retail shoe men of this coun- 

try (laying aside such minor differences as 
exist between them in the fact that they may be 
competitors) should 
get together at least 
once a year under 
common leadership, 
for the purpose of de- 
termining together the 
line of action most 
favorable to the at- 
tainment of mutual 
purposes and desires. 

There is a need this 
year of united 
strength to influence 
the forward develop- 
ment of the retail shoe 
industry, and to ac- 
complish a common 
line of action deter- 
mined upon. There is 
a need for a major 
consideration of what 
merchants can do col- 





continue and prosper. 













The ‘Reason Why = Ah than his jaws 


LEWIS & REILLY 
Scranton, Pa. 


From week to week our copy of the RECORDER 
has been anticipated with much pleasure. 
look forward to the variety of material that you 
offer and find much of interest therein. 

This note is merely one of congratulation and 
thanks for the kind of trade paper that you pub- 
lish for the shoe merchants. May your work 


Very truly yours, 
LEWIS & REILLY. 


The phrase “variety of material” used by 
Lewis & Reilly in the above letter is particu- 
larly pleasing, because the thought uppermost in 
our minds at all times is so to build our editorial 
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podrome features certainly have less place and 
effectiveness this year. 

It appears, therefore, thatthe function of an 
association is two-fold—first, involving investiga- 
tion, argument, discussion in the selection of 
proved methods, and practices under collective 
leadership. Second, there is a need of action to 
vitalize the function of merchandising and to tell 
the story so clearly that every merchant will feel 
that he should cooperate to secure the ends desired. 


Stomach Trouble 


RREGULARITY of lunch hours is not helping 

the health of store employees. Why do we have 
so many people incapacitated for work through 
stomach troubles? Are we making invalids out of 
people by the methods of store operation under the 
requirements of modern civilization? 

A medical man in New York is a pessimist on 
the human race as it is now being changed by 
modern business. First, he complains about the 
irregularity of meal time, but that is very minor 
to the major trouble. The worker leaves the 
fitting stool, rushes into a cafeteria, eats a dirty 
sandwich and washes it down with soda, or coffee, 
all of which isn’t doing the human animal much 
good. While he is feeding his internal machinery 
— with the wrong food, 
; he is talking business, 
head 





using his 


and stomach. The 
blood works in the 
wrong place at the 
wrong time. 
Hospitals are noth- 
ing more than repair 
shops. They can only 
do a patch-job on 
worn out machinery. 
Regularity in meals 
and some thought as 
to the nutrition value 
of food are needed. 
Let us have less jazz 
in the mind and less 
disorder in the stom- 
ach. Business is more 
than a system of shop 


We 
















i tt 2 
ae ne Bash pis: ea content as to have something of value for every and factory. It is a 
vices to the public merchant—be he large or small, urban or sub- modern method of co- 
and to better profit urban, specialist or family store. operation — workers 
themselves and coworkers — to 

. ad 
Of lesser import- Sut : ore produce health and 





ance are the minor 
topics that crowd a 
convention. The hip- 





happiness, as well as 
money and more mer- 
chandise. 


President 
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As it is planned to 
have the stage look 
in the Hotel 
Stevens ballroom 
just before the cur- 
tain goes up on the 
big style show at 
the national con- 
vention 
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Why I'm Gomg to Chicago 


TEN REASONS FOR ATTENDING N.S. R. A. CONVENTION 


COMPILED BY AN AVERAGE MERCHANT 


HAVEN'T attended the N. S. R. A. convention for 

several years but this year I’m going. It costs coin 

and takes time to attend these trade meetings and 
from too many of those in the past where I was present 
the only net results were a stiff headache and a stiffer 
expense account. But this year I’m going. There are 
several reasons why. Here are some of them: 

1. In the first place it looks to me as though this year 
the average size store will have more consideration. It’s 
all very well to listen to proprietors of chain stores or 
managers of big shoe departments. That’s undoubtedly 
real material for proprietors of other chains or man- 
agers of shoe sections in department stores. I’m not in 
that class. This year’s program appears to have been 
prepared for retail merchants. Too many I’ve listened 
to were for near-wholesalers or at least bulk buyers. 

2. Another reason that decided me to spend a hundred 
dollars and four days to attend this convention is the 
opportunity to hear something about the shoe business. 
In bygone meetings we shoemen have been fed many 
valuable facts, no doubt, having to do with the steel in- 
dustry being the barometer of business and for that 
reason the increase in the pig-iron production should 
interest us. Car loadings, bank clearings, savings bank 
figures and the commodity index have all been cited and 
glorified in language of seven syllables by ministers, 
politicians and lawyers. This year it really looks as 
though the shoe business would have the center of the 
stage. 

8. And just between us medium-sized merchants—we 
dealers doing anywhere up to $150,000 a year—there’s 
another situation coming over the horizon of our trade 
that has me thinking. In New York last month at the 


conference on men’s styles there were representatives 
of The National Association of Retail Clothiers and 
Furnishers, of the clothing papers and several promi- 
nent retailers of men’s clothing. That get-together of 
shoemen and clothiers at New York is probably just the 
opening gun in this closer association of clothes and 
footwear in retail merchandising. The state and na- 
tional associations in the clothing trade have had a 
plenty to say about bringing shoes into the clothing 
trade and I have a hunch that this year’s shoe conven- 
tion will have something hot from this angle of shoe 
retailing. 

4, In the age-old race of “Facts vs. Theories,” facts 
always win. This year’s convention apparently will deal 
with facts. Right after Christmas several thousand re- 
tail shoe merchants are going to be asked to describe 
what they would do in a certain situation, probably per- 
taining to stock on hand, buying methods or price per- 
centages. These replies will be presented for discussion 
at the show, and some of us are going to “point with 
pride” while others will “view with alarm” but all of us 
are going back home with a clearer understanding of 
some plan of action in solving troublesome problems. 
And somehow this idea of dealing with actual situations 
in actual stores gives us an idea that I can take away 
something worthwhile from such a session as that 
should be. 

5. It always gives me a real “kick” to see a man take 
some of his own medicine. The retailers’ association 
this year is taking some of its own medicine. Back in 
the days when the Harvard Bureau and Arthur Butman 
used to give us some real personal service on accounting 
and statistics, the individual retailer could have his indi- 
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vidual ailment treated as 
such. This year I have heard 
it said many times that 
there is to be an educational 
program, and I for one am 
ready to listen, and listen 
hard if they'll talk in terms 
I can understand. I have 
heard enough from authori- 
ties to know that there are 
to be some facts and figures 
brought out by discussion- 
ists, and an exhibition that 
may be old stuff but will be 
dished up in a different at- 
mosphere. Somehow when 
they say “educational con- 
vention” this year, I feel 
that they mean it. 

6. And then there’s the 
movie this year. Every- 
body’s a movie fan whether 
he admits it or not. He may not be ready yet to accept 
the “fightamoan” (vitaphone) talkies but the movies 
themselves “get” us all and we might as well own up 
to it. This movie presentation of merchandising meth- 
ods will be run three times during the four days of the 
shoemen’s convention, and before the second run it 
looks as though it’ll be the most discussed feature of 
the show. 

7. I’m beginning to take my men’s business more se- 
riously. This men’s campaign is too good not to tie-in 
with. With the advertising helps and window cards 
that our boys have used in the windows we are noticing 
an appreciable increase in the number of double-header 
sales of men’s shoes. One Michigan merchant reports a 
21 per cent gain during one of his Fall months and 
credits some of it to the readiness with which he lined 
up his salesmen, windows and newspaper ads to line up 
with these broadsides and page ads in the popular 
magazines. More men are getting interested in “some- 
thing better,” so perhaps if we’re going to continue 
having trouble selling more pairs we may make up some 
of it on more dollars per pair in the men’s end of the 
business. In our locality there’s a situation that I 
haven’t heard discussed yet, so I’m.going to take it along 


A group of snappy 
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The N. S. R.A. this year will 
give to the merchants of the 
country a shoe style revue that 
will surpass any previous spec- 
tacle in its colorful presentation 
of the country’s most beautiful 
shoes and models. 
effort to please the eye, Chair- 
man Foster and Edward Beck 
have obtained the services of two 
of the country’s foremost cos- 
tume designers who have already 
planned and retained the services 
of three of New York’s promi- 
nent gown shops, where all cos- 
tumes to be worn in connection 
with the coming revue will be 
chosen to harmonize with the 
shoes selected 


and spring it at the Chicago 
show. I mean the number of 
men in our town who can 
buy better grade shoes but 
have let themselves slip into 
slouchy habits of “getting 
by” with low grade shoes. 
This advertising campaign 
is going to wake up a lot of 
these fellows and our store 
ought to be the gainer when 
the alarm clock goes off in 
their understanding of 
what’s what in shoes. 

8. You don’t know it, but 
there’s going to be a style 
show of men’s shoes this 
year. Not a lot of weak- 
kneed, half-baked morons 
sandwiched in between a lot 
of women models, but a num- 
ber of correctly dressed men 
dressed in clothes of correct cut and in the season’s col- 
orings that’ll demonstrate practically the type of shoe 
to be worn with certain textures of materials and colors 
of clothes. 

9. Many, if not most, of the real live ones in the retail 
shoe trade will be in Chicago part of the time during 
the week of January 7. Those men have the “know-how” 
and are using it profitably. Some of them will explain 
part of their system of merchandising to the rest of us. 
It is going to be up to me to get some of the more in- 
timate details of their methods by personal contact. 

10. God knows I need better methods of merchan- 
dising. 

These are my ten reasons for attending the national 
convention next month, each one of them, taken alone, 
sufficient to make me give up the time and money neces- 
sary to put me in Chicago on January 7, 8 and 9. 
Taken together they form an impelling urge that I can- 
not disregard. We shoe merchants need education and 
information now, more than ever before. Competition 
with other trades grows keener every day. We can’t 
afford to overlook anything that will strengthen our 
individual positions. Certainly every shoe merchant 
who attends the convention will gain some strength. 


style show models 


In every 































Right—The hand-lettered 
ad is seen at its best in 
the Peacock Shoe Shop ad- 
raemag ne t ‘Cu , as Tun 
im a Kansas ity paper. 
The entire ad is in perfect 
balance. The story of the 
shoes appears right at the 
picture of the shoes and is 
not lost. The general copy 
which covers the store’s 
service and style seen, is 
handy to the signature 


The Family Shoe Store of 
Salisbury, N. C., has a 
border e that would 
certainly distinguish all 
their newspaper advertis- 
ing. It is advisable to in- 
vest in a good border to 
get distinction 
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The a Company of Wa- 
terbury, Conn., have achiev 

the utmost simplicity in their 
advertisement, shown at the 
right. This ad will stand out in 
a@ newspaper because of the 
wise use of white space. It is 
perfect in —— and readabil- 

ity 
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Old Walnut 
Brown 


The most popular of all footwear shades 
this fall is Old Walnut Brown. 


And as usual MrElligott introduces it first. 
It is a smooth, velvety suede, styled in a 
slender instep strap pump, piped with iri- 
descent kid, to harmonize. 


And the slenderizing effect is most charm- 
ing. 


Our fall shoes are just arriving and are 
most attractive. 


McElligott 


60 SOUTH MAIN 
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COLORINGS AN iD MATER ALS 


PEACOCK 
SHOE SHOP 


1102 WALNUT STREET 











the advertisements 
pictured on_ these 
pages one gets a 
quick flash of the advertis- 
ing as it appears before the 
public today. In _ these 
there is plenty of material 
of an inspirational nature 
which will help every mer- 
chant in planning his advertising. 
To get a real spark of interest in every advertise- 





‘ment one must be conversant with all the possibilities 
of headline, arrangement of shoe illustrations and 


the placing of text matter. In the latter instance the 
“weight” or color of the text matter as represented 
in a given number of words set in a certain size of 
type gives the ad its “complexion.” There is just as 
much opportunity for artistry in the set-up of an ad- 
vertisement as there is in the pictures of the merchan- 
dise or the decorations. The merchant who finds it 
difficult to get his ads illustrated may still get all the 
sel'ing punch needed through proper selection of type 
faces and by closely following the work of the com- 
positor who makes up his ads. 

Merchants have become adept in the art of brevity. 
It doesn’t take, by actual count, more than fifty words 
in a three-column 8%-in. ad to carry a message that 


‘sells. This is aside from the descriptive words that 


refer directly to the shoe that is being shown. The 


space thus utilized breathes the very atmosphere of 
the shoes shown. The merchant has succeeded in 
painting vivid word-pictures of his merchandise. 
Where years ago the strongest, all-embracing super- 
lative was thrown in the face of the reader, nowadays 
the word with a delicate shade of meaning is selected 
and the uncommon position of the word keeps the 
merchants’ message new, interesting and powerful. 

Here are the actual messages of advertisers all over 
this country: 


66 ODERNISM means at McDonald’s, not the freak 

ideas of futuristic art, but the newest modes, 
perfect fitting shoes and prices to suit every purse.” 
McDonald’s, Tacoma, Wash. 

“Brand new! Crepe de chine exquisitely piped with 
silver kid or gold kid. The highest example of the 
shoemaker’s art.” Claflin, Philadelphia, Pa. 

“The above illustration (referring to pictured shoe 
in ad) accurately pictures the soft, velvety black 
suede “Dolores”—another member of the distin- 
guished Fred Eyre family of aristocrats, shown in 
Norfolk exclusively by this house study its 
uraceful lines notice its bewitching double 
in-step straps; its rich heel effect. Come in and ex- 
amine its superb tailoring P a fine shoe in 
every respect.” Smith, Norfolk, Va. 

“The smartness of Peacock Paris-inspired Foot- 
wear styles, with the exclusive Hi-arch, Snug-heel fea- 


What Good Stores 











Sa 








es 











December 15, 1928 





Brown Suedes 


With trtim: Fashions stressing brown shades. . . 
Tne 11.St-Shoppe spon ors these smart models 
in the correct shades of brown, in beautiful 

Suede material. 
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The “Llena” 
$] 350 


Brown Suede, blend- 
ing Kid trim 





The “Desha” s 
$] 2:00 The “Bardsley” 





Brown Suede with trim $] 1°° 

of Chinchilla and Silk 

Kid. Can also be had Brown Suede with trim 
in Blue Suede of Brown Kid. 











For delicacy the French Shoppe 

of Atlanta, Ga., has set a stand- 

ard that will stimulate the im- 

agination of any merchant, but 

there is one suggestion, the 

headline might have been a tri- 
fle lighter in weight 


H 1eh-lights 


Say About Shoes 















sfMART. ag af Los pe 
ize borders on one side o 

THE NEW their advertisement to bring 
BOOT the eye directly down to the 
merchandise shown. The skil- 
Sponsored hy women of ful handling of a shadow ef- 
LONDON end PARIS tor fect in the shoe drawing also 
has the quality of turning 
the eye ienard the picture. 
Another thing which all mer- 


WINTER SPORTSWEAR 
oeefer these whe attend 


Foot Ball games or ether chants are advised to take 
outdoor Sporting events note of, the display line 
in the winter ...0r drive “Shoes and Hosiery” 


@ car... BOOT that 
Graces the foot... snagty 


fMiitimg une ankle 
Mayer Israel & Co. of New 
e Orleans put their name at 
GU DES the top of their advertise- 
ment. This gives room for 
cas went Goveath Guest a caption near the picture of 


‘TOS sooth Breeeway 





the shoe itself, and is recom- 

mended to merchants who 

wish to set a style for their 

advertising as being a de- 

parture from the old method 

of signing one’s name at the 
bottom 


MAYER ISRAEL‘ 0 











ture will convince you that here, indeed, is a shoe 
you'll be mighty proud to wear.” Hill’s, Tacoma, 
Wash. 

“Regardless of price you haven’t seen a tweed shoe 
so delightfully smart and flattering to the foot as this 
exquisite new arrival. Just the shoe for the tweed coat or 
costume.” Sterling Shoe Store, Providence, R. I. 


WEED ties with the very breath of the football 

season in their English nonchalance . . . their 
Parisian sophistication. Mixtures that lend youthful 
dash to the costume of the hour .. . that of 
Tweed.” Frank Werner Co., San Francisco, Cal. 





“Styles of the Hour . . . from Fashion Lane.” 
Wetherby-Kayser Shoe Co., Pasadena, Cal. 

“Shoes delightfully comfortable as well as decided- 
ly smart, and superbly wearable—are these front gore 
pumps of high quality Kidskin. . . .” Whitthorne & 
Swan, Oakland, Cal. 

“Four new expressions of the mode in-suede.” Davi- 
son-Paxon Co., Atlanta, Ga. 

“A smart combination of Suede and Kid 
a youthful step-in pump .. . short vamp , 
rounded toe .. . spike heel . . . and very 


interesting buckle . . . a shoe of rare invention, 
grace and charm.” The Kreeger Store, New Orleans, 
La. 


“Do you dread breaking-in new shoes? When your 
shoes fit perfectly . . . when the lines conform 





with the lines of 
your feet, there is 
no dreaded break- 


” 


ing-in process. 
Manning-Arm- 
strong, Hartford, 
Conn. 

“Fashion’s  fa- 
vored materials 








FAVORED SUEDE DUMPS 





may always. be Gusts te the estmenGeg due trite 0b 
found in Baker’s Byron Lt Ao 
famous $6.90 fash- pete i ER 
ions.” C. H. Bak- ben Be 
er, San Francisco, 10-3© 
Cal. 

“Paris dancing ma Si Bente roe 


slipper. Strips of ayer leet Joseale Sins Deparnan, Ghewe the Newest 
kid—gold, silver, 

color; woven to- 

gether in the modernistic spirit, materials imported 
from Paris are fashioned by Fifth Avenue into foot- 
wear—so unusual—so beautiful.” French Footwear 
Shop, San Francisco, Cal. 

“Smart new shoes—footnotes of the fall mode. A 
low price does not indicate their fine quality.” Be- 
déli’s, Oakland, Cal. 

“Works of art—and they’re sure-fire style hits 
from Schiro.” Schiro’s Shoe Store, New Orleans, 
La. 
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High Stools or Low Stools? 


STORES EXPERIMENTING TO FIND WHICH IS BETTER FOR BOTH 
THE CUSTOMER AND THE SALESMAN 


ting stool problem one of prime importance in many 
stores. Which is it to be—high stools, low stools, 
or no stools at all? 

Various solutions have been worked out, but none to 
the complete satisfaction of all the parties involved— 
the customer, the store and the salesperson. 

In the illustration below, note the low fitting stools 
of the Moderne Salon of the Jordan Marsh Co. in Bos- 
ton. These stools were designed by a New York archi- 
tect whose object was to have them in keeping with the 
furniture. 

This design clicked with the management. It seems 
that they had made a considerable study of the fitting 
situation from the customer’s angle. This convinced 
them that shoes should be fitted as near the floor as 
possible. 

It took the salesforce nearly three weeks to get ac- 
customed to this sitting side saddle in a nearly squatting 
position on the floor, and required considerable tactful 
training on the part of the shoe buyer, as might well be 
imagined. For some time it was a real problem with 
the salespeople to know how to drape their legs so that 
they would not be all over the place. 


Stine « and even shorter skirts have made the fit- 


This same idea of the lower fitting stool was tried in 
the store of The Stearns Co., Cleveland. In this case 
the stools were a few inches higher. Here Buyer R. W. 
Lofgren claims his service has been very much im- 
proved, as the feet are measured on the floor and usually 
in a standing position. He also finds the customers are 
more apt to get up and walk around if there is no foot- 
rest on the fitting stools. All in all, the experiment here 
is a success for all concerned. 


NOTHER store in the Central States which did 

not wish to be quoted tried out the low stools, 
but it was found that the uncomfortable position of sit- 
ting so close to the floor had a tendency to slow down 
the sales. Both men and women salespeople had to sit 
side-saddle, consequently it was hard to get in range of 
the customer’s foot. 

Perhaps the solution is the low stools for the short 
legged salesforce and higher stools for the others. On 
the other hand, two groups of stores have experimented 
with the raised platform. One of these stores sells or- 
thopedic shoes from $10 up, so specializes in extremely 
fine fitting. The other group, while just as fussy in 

[TURN TO NEXT PAGE, PLEASE] 
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Putting It Up to the Men 
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THIS CLEVER WINDOW SHOWS THEM THE RIGHT SHOE FOR 
THE OCCASION—AND PROVES IT 


NSTRUCTIVE efforts to make men shoe conscious 

( are appearing in stores from the Atlantic to the 

Pacific. The industry has fully awakened to the 

necessity of making men realize the importance of the 

ensemble—of selling them on the idea of shoes for oc- 
casions and on the theory of color harmony. 

The Thayer McNeill Co. of Boston recently went one 
step farther by subdividing the occasion and by show- 
ing, in an excellently trimmed window, different types 
of shoes for formal dress wear. 

With the shoes, also, were shown the correct dress 
accessories, the idea for the window having been in- 
spired by a recent article in Vanity Fair. 

In this window, the shoes were classed as suitable for: 

One—Informal mid-winter evening affairs in the 
North. 

Two—Formal affairs in the North and South. 

Three—Formal affairs in the South only. 

For wear in the first two classifications the window 
showed a plain toe patent leather oxford. For Southern 


wear only was suggested a plain toe patent leather pump 
with a grosgrain ribbon bow, so shaped as to have the 
appearance of having been well tied by the wearer, 
rather than having been shaped in a factory and pressed 
out extremely flat. . 

A feature of the trim was the framed page from 
Vanity Fair which inspired the trim in the first place, 
thus capitalizing on the reputation enjoyed by that pub- 
lication for fashion authenticity. Another feature was 
a framed copy of the colorful cover of the magazine. 


ROUPED with the shoes were the correct hat, scarf 
and hosiery—even the correct walking stick. As 
this trim was installed just before the Harvard-Yale 
game, appeal to the college man was interjected by 
placing a blue Y in one corner of the window and a 
crimson H in the other. 
Accessories not carried by the store were loaned by 
F. L. Dunne and G. A. Sawyer & Co. The trim was the 
idea of Frank J. Casey, men’s shoe buyer. 


Tye 





High Stools or Low Stools ? 


[CONTINUED FROM PREVIOUS PAGE] 


fitting its customers, retails shoes at one popular price. 
Both of them feel that the elevated platform way is the 
better one. Salespeople in these stores, without an ex- 
ception, believe this the best way to serve patrons. 

Along this same line, a store in a Michigan town 
which caters to the flapper trade in the popular priced 
novelties, claims that since installing the platform their 
sales have increased considerably. The girls seem to 
like the idea, and the salesmen can wait on three times 
the usual number of customers in half the time. 

One .or two department stores which are considering 
segregating their $6 women’s shoes from the regular 
shoe section have worked out plans to have raised plat- 
forms in these sections. 

Getting back to the Jordan Marsh Co. again, this re- 





cently opened. modernistic women’s shoe salon is the 
first in Boston. It is in tones of mulberry, soft beiges, 
rose, green, and orange. This department was designed 
and decorated by Shane, New York architect, and is so 
true to the new American trend in its futuristic fea- 
turing that the Philadelphia Art Museum is now dis- 
playing one of the salon’s split-back chairs as an ex- 
ample of American modernistic furniture. 

The decorative motif throughout has taken for its 
inspiration the New York skyscraper, evidenced in the 
patterning of the upholstery, the carpet, the fixtures, 
the display cases, the appliqués of the valances and the 
draperies. The moldings, of brown mahogany, have the 
“set-in” skyscraper effect; the radiators, with scroll- 
work in gold, also take on the same effect. 
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Tip Convenience— 
Multiplied 


Every effort has been made to 
combine in Matson Tips the fea- 
tures which will make them pop- 
ular with your customers. 


They’re the only real fabric tips 
made. 


That means small and neat in 
looks—having no shoulder to 
prevent them lacing through the 
smallest eyelet. 


They have no rough edges to 
catch or tear. 


They dress up any shoe—regard- 
less of its value. 


They cost no more than the ordi- 
nary metal tipped laces. 


List of Agents 
Lothrop & Co. Mr. Robert Baker 
85 South St., Boston, Mass. 366 Fifth Ave., New York, N. Y 


National Fabric & F Co. Brooks & Co. 
210 South St., Boston, Mass. 32 South St., Boston, Mass. 


Strauss Bros. & Co. Hughes Fawcett, Inc. 

353 Broadway, New York, N. Y. 115 Franklin St., New York, N. Y. 

United Shoe Machinery Corp. Laing, Homer & Chenteta, 3 ‘ 
Albany Bidg., Boston, Mass. 43 North 3rd 8&t., Philadelphia, Pa. 

Vulcanite Mfg. Co. John Lawrie & Sons 

350 Broadway, New York, N. Y. 515 So. Franklin St., Chicago, IIl. 


This is a magnified 
Matson Tip 





SHOE LACE COMPANY LTD. 


610 MANTON AVENUE 
PROVIDENCE 
R. I. 
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Z aa) Be 
-nvoxttonane| Ssuuders 


A double cord tip oxford 
over the smart French 
last. Uppers of beautiful 
lustrous Adonis calf— 
America’s finest—a sales 
leader. 

BLACK STYLE 305 


DARK TAN STYLE 304 


In Stock 
Ato D 


$4.15 


less 2% 20 days. 


THE ESTABLISHED FAVORITE 
FASHION BUILT 


FREEMAN-BEDDOW SHOE MFG. CO. 


Beloit, Wisconsin 
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Presenting | 
the ‘Ultra’ and the *7-in. Ultra’ 


WO Gaytees with the patented KWIK 

fastener. Above left, brown or gun- 
metal worsted-and-rayon, cut extra-high 
for country and sports wear. Below right, 
brown or gunmetal rayon-and-worsted in 
the low cuff style. Fast-color linings 
throughout. 


Since women want something differ- 
ent, Gaytees, as smart and modern as the 
est of a fashionable woman's accessories, 
almost sell themselves. A wide variety 
of styles, colors and materials encoutages 
a woman to make two purchases instead 
of one! 





How the new Gaytees speak 
for themselves 


1. Lines are smart; styles attractive—and 
every model is light in weight. 

2. New lasts that fic the new Winter 
shoes! New heels—four different heel 
heights to insure trim fit and smart lines 
for every shoe you sell! 








3. New colors! (Rosy browns, tans and 
_gtays.) New fabrics! (Wools, tweeds, 

fayon-and-wool mixtures.) A harmoniz- 

ing choice for every feminine costume. 


4. Gaytees are nationally advertised, na- 
tionally known—and the fastest-growing 
name in rubber footwear! 


5. Gaytees wholesale distributing outlets, 
scattered the country over, offer a faster 
manufacturer-to-dealer service than any 
other overshoe. 


Gayte CS — the Tailored Overshoes 


eee, rene MADE ONLY BY 


United States @ Rubber Company 


Trade Mark 
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Do You Give Him a New Pair? 


A DISCUSSION OF HOW TO ADJUST COMPLAINTS AGAINST 








COMPOSITION SOLES 


HAT are you going to do the next time a cus- 

tomer comes into your store and demands a new 

pair of shoes because the composition soles on 
the pair you sold him some time ago have worn thin at 
the toes and have ripped loose from the stitches? 

Or suppose the composition soles have cracked as the 
result of being heat dried on a radiator after a tramp in 
the rain? 

Or suppose the soles really are defective. How are 
you going to know it and how are you going to adjust 
the complaint in a manner which is fair to yourself as 
well as the customer? 

These questions have been raised by the recent action 
of all of the important sole and heel manufacturers, 
who are members of the Rubber Association of Amer- 
ica and who have voted unanimously to adopt a stand- 
ard warranty under which they will sell soles to the 
shoe manufacturer. Up to the present time, there has 
been quite a diversified interpretation of the different 
warranties under which the rubber companies were 
selling their soles. The new warranty, as published in 
a recent issue of the BOOT AND SHOE RECORDER, states 
specifically that each company warrants “its soles and 
soling material to be free from defects in workmanship 
and material.” 

In this warranty the responsibility of the sole manu- 
facturer will cease with replacement of the soles, or 
the soling material, if, in the sole manufacturer’s judg- 
ment, the materials are found to be defective. 

This action of the sole manufacturers is designed to 
put an end to an un- 
fortunate trade prac- 
tice by which the 
customer not infre- 

quently gets a new 
pair of shoes to which 
he is not entitled and, 
in which transaction, 
the sole manufacturer 
has been left “hold- 
ing the bag.” The 
new pair of shoes has 
been charged up 
against the shoe man- 
ufacturer by the mer- 
chant and, as a result, 
the merchant makes 
claim for the cost of 
the shoes on the shoe 
manufacturer and the 
shoe manufacturer 
makes claim on the 
rubber manufacturer 
for the cost of the 
shoes. 

When a customer 
comes into the store 
with any such com- 
plaint, it is suggested 


from which they ripped loose. 








Here is a pair of composition soled shoes showing every evidence 

of extreme wear. The uppers are badly scuffed and out of shape. 

The soles have been worn down to tissue paper thinness at the toe, 

The brand on the sole has been 

entirely obliterated. And yet, when the shoes were brought back 

to the store with a complaint of insufficient wear, a new pair was 
given gratis. 


that you examine the sole carefully, noting particularly 
whether it seems to have been worn for any length of 
time. In determining the amount of wear to which it 
has been subjected, bear in mind that the wearing-out 
process does not affect composition soling material and 
leather in the same way. 

In leather soles, the first indication that the sole is 
just about on its last legs is usually a small hole in the 
center of the fore part of the sole and a slight wearing 
at the toe. With made (or composition) soles this is 
not so generally true, as the composition soling will 
wear down almost to tissue paper thickness before 
giving way. With this type of sole, the first indications 
of extreme wear are usually at the toe, and the soling 
may break away from the stitching. 


HIS may be the result of the grade of thread used 

by the manufacturer, or failure to properly prepare 
the composition sole before cementing, or an improper 
awl was used by the operator stitching the soles. In 
most instances of this kind, a 15-cent repair job involv- 
ing restitching or nailing will delay for a considerable 
period the need of any further repairing. 

Is it reasonable for the customer to demand a new 
pair of shoes in a case of this kind, or is it reasonable 
for the shoe manufacturer to bear this expense, or for 
the rubber manufacturer to be expected to bear this 
expense? 

There are very few instances where a merchant should. 
agree to resole shoes because the original composition 
sole has not worn 
satisfactorily, say the 
sole manufacturers. 
There are cases, of 
course, where the sole 
has cracked across 
the ball, due either to 
a defect in the soling 
material or to the fact 
that the soles have 
been burned and ren- 
dered brittle while 
the shoes were being 
dried with a too in- 
tense heat. This brit- 
tleness can be readily 
detected by the hard- 
ness of the material 
in the vicinity of the 


crack. 
But if you, as 2 
merchant, are con- 


vinced that a defect 
has existed in the 
sole, is it reasonable 
to assume, argue the 
sole manufacturers, 
that in the event of 
the soles cracking 


[TURN TO PAGE 76, PLEASE] 











“MIDI” 


B-4035—Black Suede Gore 
Pump, patent leather collar 
1414 medium toe last, 14/ 
suede covered Cuban heel. . 
AAA 5 to 8 A4 to8 

AA 4% to 8 B 8% to 8 
C8 to 8 





“MAYBEL” 


B-4010—Black Kid ........ $4.75 
1401 Medium Toe Last. 
14/8 Leather heel. 


AAA 5S to 9 B 3% to 9 
C83 to 9 


AA 4% to 9 
A4 to 9 D 3% to 9 
eo 3% to 9 





“MONET” 


B-4030—Patent One Stra 
1410 medium toe last, 1408 
box wood heel e+e $4.85 


x 
$5.25 
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“NELDA” 
B-4034—Black Suede 1-Strap 
Pump. Patent strap, and 
overlay on quarter, patent 
vamp collar, 1701 medium 
toe Test, 17/8 suede cove’ 


Lottie Beek... cccccccsces $5.25 
AAA 5 to 8 A4é to 8 
AA 4% to 8 B 3% to 8 
Cc 8 to 8 





“TANAURA” 


B ‘atent $4.25 

B-4000—Ebony Black Kid... 4.26 

B-4021—No. 456 Brown Kid. 4.75 

Made over 1401 Medium Toe Last. 
14/8 Leather Heels. 


AAA 5 to 9 B 8% to 9 
AA 4% to 9 CR to 9 
A4 to 9 D 8% to 9 





“TREL” 
B-4022—Black Kid ........ $4.25 
1401 Medium Toe Last. 
B-4023—Black Kid ........ 4.25 


1403 Round Toe Last. 


B-4026—No. 456 Brown Kid. 4.75 
1401 Medium Toe Last. 


B-4027—No. 456 Brown Kid. 4.75 
1403 Round Toe Last. 


All Styles carry 14/8 Leather Heels. 
A 5 to9 B 38% to 


9 

AA 4% to 9 cs td 

A4 to? D 8% to 9 
E 3% to 9 





99999 
ee ee a a a a a a a a a a a a a a a a a a a a a 


Sherwood IN STOCK Shoes 











THE SIZES AND WIDTHS 
BBA cosceccccccre edd te 8 
BAM ceccccsesesesee sh to 8 
BM ceccccccsesceseest te 8 
B ooccccccscessessssdh to 8 
CC ceccccvcccesescsed to 8 


‘ TERMS: 5%, 30 DAYS 


Twenty-five cents additional 
_ for orders less than 3 pairs. 








SHERWOOD 


In Stock Department 
Rochester, New York 








ee ee ae ee 
Set ee ee ee ee ee Se I a ae eee oe oe oes 





——— = a ae 


“CARLA” 


B-4031—-E bony Black Kid 
Gore Pump, 1410 medium 
toe last, 14/8 leather heel. .$4.25 





“PEGGY” 


-4013—Black Satin with 

white kid lining........... 84. 
B-4016—Patent Leather with 

Champagne kid lining...... 4.50 
Both made over 2003 Round Toe 
Last with 20/8 Spike Louis Heels. 





“BARRET” 
B-4000—Patent ........... $4.50 
1401 Medium Toe Last. 
B-4001—Patent ........... 4.50 


1403 Round Toe Last. 
Both with 14/8 Boxwood Heels 


AAA 5 to 9 B 3% to 9 
AA 4% to 9 C3. to? 
to 9 D 3% to 9 





“DENBAR” 


B-4017—Patent, 2003 round 


toe last, 20/8 ike Louis 
heel. wel 
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News of the Shoe Travelers 


Edited by HELEN M. HANEY 








Show Men’s High Shoes 
and Sell “Double Headers” 
By John S. Whittemore, Forbush Shoe Co.’s Repre- 


sentative in New York State, Ohio, Pennsylvania, West 
Virginia, and New England. 


This is the logical time of the year to show men’s 


high shoes. 


Every man in the United States does not want to 


wear low shoes in the winter time. 


He would buy a 


pair of high shoes at the same time that he purchases 
a pair of low shoes, if he were shown high shoes and 
knew that other men were buying them. 


Retail shoe salesmen should be instructed to “back 
up the boss” who has bought high shoes and is dis- 
playing them in his windows, by showing them to the 
prospective customer in an intelligent and in an en- 


_ thusiastic manner. 


In a recent eight weeks’ trip which I made through- 
out my territory I noted that many high-grade mer- 
chants in such cities as Cincinnati, Dayton, Columbus, 


and Pittsburgh, were attractively telling the men of 
their communities about the advantage of possessing a 
pair of “the latest style” high shoes for the winter 
season. 


Friendly “chats” to prospective men customers were 
made through good newspaper advertising, in store 
literature, in window displays, and through the “contact- 





work” of the retail salesman. 








/ 


ED LESSON, well known in the re- 

tail shoe trade, has recently made a 
connection with Kessler & , Balti- 
more, and is covering a list of selected 
accounts. Mr. Lesson was formerl 
retail shoe merchant and also a s - 
buyer for ——— stores in Balti- 
more and Washingto 


Als ERT MORAN, who ewe 

the Interstate Shoe Company, has 

been transferred to the New York City 

office, 914 Marbridge Building, and 

from Dec. 1 has been covering the 

yp New York and New Jersey ter- 
ry. 


J. H. LECLAIRE now represents the 
a Co. in the Pacific 








EORGE L. ASHE, who recently 
made arrangements with C. W. 
Bennett Shoe Co. of Fitchburg, Mass., 
to cover the volume trade, is also vice- 
president and stylist for the line. 





W D. LEVER, JR., formerly retail- 
* ing shoes at Charleston, Ss. C., 
and now representing Alfred J. Sweet 
Division of the United States Shoe Co., 
recently made a trip through Northern 
Georgia, and reports that he found 
holiday business among the merchants 
in that territory good. 





RANK HIGGINS, salesman for 

Bell Bros. Co., operating factories 

» Maine, started Dec. 1 on a trip to 
exas. 








ion the 


Road 






































Donald 


McBain Norman Atkinson 


NORMAN ATKINSON, at right; and 
Donald McBain, at left, are 
known as the Cinderella Boys. They 
cover the Pacific Coast with the Ever- 
ett & Barron line of shoe polishes, 
made at Providence, R. I. 





YW a1iAn J. AHERN, publisher of 
The Coast Shoe Reporter, and a 
member of the Pacific Coast Shoe Trav- 
elers’ Association, is on his annual trip 
East. After visiting New York and 
Boston, he will return home for Christ- 
mas and after the holidays plans to 
return to Chicago to attend the N. S 
R. A. convention. 





HE Rochester Association of Trav- 

eling Shoe Salesmen has nominated 
its 1929 slates for officers to be voted 
upon at the annual election on Decem- 
ber 22: For president, A. J. McLeod 
and Charles W. Anderson, for first 
vice-president, Charles J. Vegiard and 
Jack W. Castle; for second vice-presi- 
dent, M. C. Smith and Ben B. Blythe; 
for third vice-president, Clinton L. 
Clark and Charles O. Fox; for fourth 
vice-president, James P. Beatty and 
Gene Connor; for secretary-treasurer, 
Clarke B. Rowley. 





ARNOLD T. REYNOLDS, formerly, 
for eighteen years, shoe buyer for 
Gimbel Bros., now represents the Re- 


liance Shoe Co. of Beverly, Mass., 
makers of popular-priced Littleway 
process shoes and McKays. He will 


sell the department store trade, with 
which he is naturally familiar from his 
years of experience in their similar 
merchandising problems. Mr. Rey- 
nolds will make his headquarters at 
the New York office of the company, 
622 Marbridge Building, together with 
James H. Maybury, who is also estab- 
lished there. 
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STYLES Of 











CROWDS |Fomonrow-- 


Flock Toward Light 


THousanps of advertisements urge women 
to care for the beauty of face and figure; but 
with it all, Independent knows every modern 
woman is just as concerned with the beauty 
of her feet. 


Advanced styles, new materials, smart lines, 
and expert workmanship, all appeal to her and 
the merchant who offers them in Independent 
Shoes enjoys quick profits and increased 
business. 











Consider the Independ Line for your store, 
with the knowledge that Independent Style 
Seouts and the famous Sunlight Factory will 
keep you supplied with Styles of Tomorrow — 
Today. A special Independ ive will 














; : ‘ , be glad to show ples and di . 
HAT window display means in drawing passersby Deeear oon awau ehipaineniten. eg 
thru the doors of your business place, an electric “THE French Beige Calf, Tongue 
sign means in drawing people toward that place. “DUCHESS” Fon tnt oan 


14/8 Covered Box Heel, 
141 Last. 

AAA to D Widths 
Special Make Only 







Put the location and name 
of your business prominently 
in sight with a Flexlume elec- 
tric. The almost unavoidable 
glances of the larger crowd, 
up and down the street, will 
rest for a moment upon you. 
In that instant your business 
or service will be vividly im- 
pressed. 


To see how your business 
would look, advertised in the 
electric words of a Flexlume, 
write us to send, without obli- 
gation, color sketch of a sign 
fitted to your needs. FLEX- 
LUME CORPORATION, 
1742 Military Road, Buffalo, 
N.Y. 










Sales and Service 
Offices in Chief Cities 
of U. S. and Canada 


ea. 


Factories also at y 
Detroit and Toronto 


FLEXLUME 


ELECTRIC DISPLAYS 


& — . ' sin #Z le ve 
Independent /hoe Manutacturery 


1140 Washington Ave 


“~@e,*” Lust Mirrouri 



















7 
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R. ROGERS, 

* well known 
as a stylist both in 
the manufacturing 
and retail branches 
of the shoe busi- 
ness, now  repre- 
sents the Burrows 
Shoe Co. of Roch- 
ester, manufactur- 


7 


H. R. Rogers 


ers of women’s 
fine footwear, in 
the Chicago dis- 





trict, and in South- 
ern territory. He 
will call upon the 
sara operators of the Central 

est and South. His Chicago sales- 
room is located at 1302 Republic Build- 
ing, 220 South State Street. Mr. Rog- 
ers first attained prominence in the 
retail field as buyer for the Higbee 
Company, Cleveland. He later devel- 
oped the shoe department for the H. & 
S. Pogue Company at Cincinnati, from 
which position he came to Chicago and 
installed a women’s shoe section for 
Chas. A. Stevens & Bros., leaving there 
to become identified with I. Grossman, 
Inc., formerly Chicago manufacturers 
of women’s fashion footwear; for the 
last three years has been actively iden- 
tified with the J. P. Smith Shoe Com- 
pany. He has spent much time during 
the past month at the Rochester head- 
quarters of the Burrows Shoe Co., 
helping to style the line for the spring 
and summer months. 





OMER F. PROUTY, who for the 

past four years has sold the out- 
put of the Kimel Shoe Co.’s factory, 
recently made a short trip to New 
York, Chi and St. Louis. He re- 
ports that the Kimel Shoe Co.’s busi- 
ness has been way ahead every month 
this year over the corresponding month 
of last year, and that during November 
the factory shipped about $30,000 
more shoes than during the corre- 
sponding month of 1927. He says that 
his accounts are looking forward to a 
good business during 1929. 





RED MOCK, one of the oldest shoe 

travelers going out of Rochester, 
and Mrs. Mock celebrated the fiftieth 
anniversary of their wedding on 
Thanksgiving Day. Mr. Mock’s many 
friends in the shoe industry remem- 
bered his golden wedding day with 
flowers and telegrams of congratula- 
tion. 





ILLIAM N. CASS of 4801 Univer- 
sity Avenue, Des Moines, who rep- 
resented the Peters Shoe Co. branch of 
the International Shoe Co., died sud- 
denly on the morning of Friday, Nov. 
30. Mr. Cass was leaving Des Moines 
by morning train on that day when he 
was stricken by a severe heart trouble. 
Through the good work of Fred B 
Crowley of Des Moines, a friend of 
Mr. Cass, he was rushed to the emer- 
mcy hospital, but died before reach- 
be there. He was 63 years old and a 
veteran shoe traveler, having covered 
for many years Iowa and adjacent ter- 
ritory. e was a member of the Iowa 
Shoe Travelers Association and carried 
the $1,000 N. S. T. A. group insurance. 
He leaves a wife. 
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W. LEWIS is sales manager of 
* the Braincraft Company, patent 
marketing specialists, among whose 
roducts is the Michalk Press. Mr. 
wis not only sells the Michalk Press 
to the shoe factories, but to the re- 
pair shops. Mr. Lewis formerly rep- 
resented the Hood Rubber Company 
for many years to the wholesale trade 
of the South and West, traveling ovt 
of the Boston office. In his new con- 
nection, he has returned to his old 
product, leather shoes. In his boyhood 
days, he represented the former M. C 
Dizer Co. of East Weymouth. Just 
before the war, he represented the 
A. H. Weinbrenner Co. He stated re- 
cently that there are between 6000 to 
7000 small presses now being used by 
the repair shops today, not only for 
repairing welt, but turn shoes. The 
lasting method used in the making of 
shoes on the Michalk Press is known 
as the Bandocoll lasting method. 





H. MAYBURY, who has repres- 
* sented the Reliance Shoe Co. of 
Beverly, Mass., for the past 25 years, 
and who during the entire time of his 
New York office management, has been 
located at 131 West Twenty-third 
Street, recently removed to Room 622 
Marbridge Building. 





HE Flexridge Division of the 

United States Shoe Co.’s salesmen 
held a two days’ convention last month 
at the Hotel Gibson, Cincinnati, at 
which salesmen and buyers of Flexridge 
shoes from various sections of the coun- 
try assembled. Retail shoe merchants 
had offered style suggestions, in answer 
to a request for same from W. J. Har- 
ney, and these style suggestions were 
built into the new spring line and pre- 
sented to buyers in attendance. Stock 
styles for the coming season were also 
agreed upon. A banquet, given by 
John G. Holters, president of the United 
States Shoe Co., at the Cincinnati 
Club, was one of the highlights of the 
convention program. 








Here is P. W. Lewis, sales man- 
ager of The Braincraft Company, 


patent marketing specialists, 
among whose products is The 
Michalk Press. Mr. Lewis re- 
cently placed these machines in 
five of the various factories of 
The Endicott-Johnson Corpora- 
tion, and here he is at the right 
of the trio “caught” by the 
camera man around the big 
wheel which soles sixty shoes at 
one revoluti : 
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ACK GALWAY 
has been ap- 
pointed sales man- 
ager and in charge 
of personnel for C. 


P. Ford Co., 
Rochester, N. Y. 
Jack, as he is 


known throughout 
the trade, will con- 
tinue in charge of 
the New York of- 
fice, but will, in ad- 
dition to this job, 
devote considerable 
time to the road, 
working with the salesmen of the C. P. 
Ford & Co.’s staff. Jack Galway has 
represented C. P. Ford & Co. in the 
New York office of this concern for a 
number of years. During the past two 
years his gross sales have exceeded a 
million dollars per year. 





Jack Calway 





COmNCIDENT with the appointment 
of Jack Galway as sales manager 
for C. P. Ford & Co., the following 
salesmen are now covering the terri- 
tories ascribed to their names: A. C. 
Edson, New York State and Eastern 
Ohio; Ray Wegman, in charge of the 
Detroit office, will also cover, in addi- 
tion to his old territory, Kentucky and 
western Ohio; Harry Joy, West Vir- 
ginia, in addition to his old territory; 
Ray McCarthy of the Chicago office 
will cover, in addition to his former 
territory, Indiana. 





OHN S. WHITTEMORE, who with 

Lou C. Hart handles the entire sell- 
ing proposition east of Chicago for the 
Forbush Shoe Co.’s new line, is now 
making a short trip over some of his 
territory, and will return to Boston in 
time for Christmas, and later to show 
his shoes at the Parker House during 
the week of Jan. 2-4. Mr. Whittemore 
says that Mr. Hart and he are looking 
forward to a big season, in which 
sport shoes will play an important 
part. Mr. Whittemore’s territory in- 
cludes New York State, Ohio, Pennsyl- 
vania, all of New England and West 
Virginia. 





E? CASEY, one of the managers of 
the Crispin Shoe Co. of Haverhill, 
Mass., is now on a four weeks’ trip to 
the retail trade. Frank Preston assists 
Mr. Casey in managing the plant when 
John Leary, senior member of the firm, 
is away. 





H J. KLEIN, who covers Chicago for 
* the Empire Specialty Footwear 
Co., has moved from the Endicott-John- 
son Corporation offices at 34 South 
Wells Street, Chicago, to Room 900, Re- 
public Building. 





M M. BURTON, who has repre- 
¢ sented the Hamilton-Brown Shoe 
Co. for the past 20 years, the last two 
in northern California, has been ap- 
pointed representative to represent the 
Kansas City in-stock branch of the 
Godman Shoe Co., in the above-named 
territory, as well as in northern 
Nevada. Mr. Burton will make his 
headquarters at the Hotel Sacramento, 
Sacramento. : 
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EVERY SHOE SOLD WITHIA 
WILL BUILD ADDITIONAL] G 


Typical of complete dealer 
satisfaction is the 
following letter: 





























A 500% increase in 1928 over 1927 proves that the ln 
Koh-i-noor method of fastening shoes met with general ac- 
ceptance, with easy sales for the retailer and entire satisfac- & 
tion for the customer. 
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HIA Koh-i-noor Clasp or Buckle 


REG.U.S. PAT. OFF. 


.L} GOOD WILL FOR YOU 
















OU needlessly experience complaints from customers regard- | 
ing marred straps and frayed or broken buttonholes—es- 
| 


Koh-i-noor Jewel Clasps eliminate buttoning. Inserted in the button- 
hole, it fastens and opens with a touch of the fingers. | 


pecially on dainty leathers on evening slippers. 


firmly due to the twin-lock feature, and is easily adjusted by sliding 


On buckle shoes Koh-i-noor Jewel Snap Buckle holds the strap 
the Buckle to any position desired. Straps, for Koh-i-noor Jewel Snap 


Buckles require no holes, which make the strap unsightly and weak. 


Koh-i-noor Jewel Clasps will fit any buttonhole, and Koh-i-noor Jewel 
Snap Buckles are made in sizes for all widths of straps. Designed by 
artists they embellish footwear in an unequalled manner. 


For further information write 


WALDES KOH-I-NOOR, Inc.. 


World’s Largest Snap Fastener Manufacturers 


LONG ISLAND CITY NEW YORK 








ae Riera enerpeen een scene 











Trade Mark Reg. 
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One of the many Ideal Baby Shoe exhibits at nurses’ and doctors’ Conventions and 


Clinics. 


MRS. DAY’S IDEAL BABY SHOE CO. 


New York 
387—4th Avenue 


Here the truth about baby foowear is disseminated. 


DOCTORS and NURSES 
—YOUR BEST SALESMEN 


We are doing more than merely building the finest 
and most extensive line of baby shoes on the market. 
We are soliciting the expert opinion of doctors and 
nurses as it has never been done before. They are 
now enlisted in advising young mothers how to pro- 
vide proper foot covering for babies. 


The purpose of each type of baby footwear—the 
technicalities of fit—the niceties of construction—all 
the points you have been obliged to stress are now 
being emphasized by doctors and nurses who in 
truth have become your best salesmen. 


We provide a method to tie 

up this plan with your pub- 

lic. Complete information 
on request. 


Factory and General Offices, Danvers, Mass. 


Chicago St. Louis San Francisco 


323 West Jackson Blvd. 1307 Washington Ave. 49—4th Street 
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NATIONAL NEWS 


SATURDAY, DECEMBER 15, 1928 


EVERY WEEK 





Plans for Joint Ohio Convention 
Now in Process of Completion 


Four Floors of Hotel Set 
Aside for Shoe 
Exhibits 

CoLuMBus, OHIO (UTPS)—Ar- 
rangements for the annual conven- 
tion of the Ohio Valley Retail Shoe 
Dealers’ Association which will be 
held jointly with the annual meetings 
of the Ohio Retail Dry Goods Asso- 
ciation and the Ohio Retail Clothiers’ 
and Furnishers’ Association in Co- 
lumbus, May 13 to 16 inclusive, are 
being perfected by C. E. Dittmer, 
secretary of the association, working 
with Earl T. Smart, Marion, presi- 
dent. The general convention com- 
mittee of the joint assembly sessions 
will consist of the presidents of the 
three associations, which are, in ad- 
dition to President Smart, W. T. 
Craig of Athens, head of the Cloth- 
iers’ and Furnishers’ Association, 
and H. S. Ames of Dayton, president 
of the Retail Dry Goods Association. 

One of the features of the annual 
convention which will have headquar- 
ters in the Deshler-Wallick Hotel will 
be the displays of footwear. The sample 
rooms on the third to the seventh floors 
of the original unit of the hotel will 
be devoted to these displays. It is esti- 
mated that from 135 to 150 sample 
rooms will be given over to shoe dis- 
plays and already a number of reserva- 
tions have been made. The leading fac- 
tories of the country will be repre- 
sented by a complete display of their 
shoes. The various exhibitors will be 
listed in the official program. Time will 
be given when there will be no sessions 
to inspect the displays. Blanks for the 
reservation of space have gone out from 
the association dquarters and those 
who exhibited at the last convention 
will be given their choice of location. 


Glicks Retiring 


Datias, Tex. (UTPS)—Glick’s, one 
of the leading women shoe stores in 
Dallas, is retiring from business, Mose 
and Louis Glick, proprietors, announce. 
The store does a general ladies’ ready- 
to-wear business and handles a large 
stock of women’s shoes and hosiery. 
The brothers have not announced their 








. new store is attractivel 





THEY WANT TO 
KNOW 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries: 


H-1453 Wants men’s aligator oxfords. 
H-1454 Wants men’s welts, costin 
$2.25 to $3.75. Men’s an 
boys’ high cuts at popular 
rices, also men’s work shoes. 
H-1455 — oe shoes to retail 


$5 to $6. 
H-1456 Wants 12 inch aviation boots. 
H-1457 Wants opera length hosiery. 
H-1458 Wants pose kid slippers to 


retail $2.50. 
H-1459 Wants silver kid slippers. 
H-1460 Wants knitted boots with rub- 


r soles. 
H-1461 Wants velvet shoe tree cush- 


ons. 

H-1462 Wants women’s novelties re- 
tailing $3 to $5. 

H-1463 Wants to hear from manufac- 
turers of strong lines of style 
turns retailing at $10 and 
showing 40 to 42 per cent 

oss profit, who are to ex- 
ibit at National Shoe Con- 
vention at Chicago. 


Interested parties may have 
names on request to Information 
Department, Boot and Shoe Re- 
corder, 80 Federal St., Boston, 
Mass. 











Scholl Appliance Store 


Nearing Completion 


St. Louis, Mo.—Work on the new 
Scholl Footwear Appliance store lo- 
cated at 503 North Sixth Street is 
nearing completion. Twenty-five thou- 
sand dollars will be spent on remodel- 
ling and ——— the store. It is 
expected to opened Jan. 15. 


New Douglas Store 


Fort WortH, Tex. (UTPS)—The 
new Douglas Shoe Store here was for- 
mally opened a few days ago with 
music and refreshments. The opening 
was in the nature of an all-day and 
evening housewarming. Douglas oper- 
ated a store here for ten years but a 
couple of years ago quit the field. The 
decorated and 
finished. It is loca at 608 Main 
Street. H. W. Aspin is manager of 





future intentions. They have been in 
business here for sixteen years. 





the new store. 


Weather and Holidays 
Aid Boston Trade 


Boston, Mass.—A light snow storm, 
followed by rain, on Saturday morn- 
ing, materially stimulated retail shoe 
sales for the week. Overshoes, both in 
heavy as well as in lighter weight 
types, as well as high and low num- 
bers, rubbers, spats and leggings sold 
well. While women and children were 
the largest purchasers, men also par- 
ticipated freely in the pussaans of 
light-weight rubbers. Shoe stores have 
made a good advance display of over- 
shoes and slippers. Attractive booths 
have featured the latter merchandise. 

In men’s slipner numbers, bright 
colors in leather, at prices from $3.50 
to $5.00, have been the best sellers. In 
women’s numbers, brocaded satin 
mules and D’Orsays; also a wide vari- 
ety of plain satin numbers, ostrich and. 
jewel trimmed, as well as quilted 
— and fancy welts, have moved 
well. 

Sport stockings for men, in bright 
colors, are being purchased, three 
pairs to a fancy box, by many women 
as well as by men, for Christmas gifts. 
Sheer chiffon in shades of beige and in 
gun-metal shades lead the popular 
numbers in women’s hosiery. Black 
patent leathers are showing more ac- 
tivity. 

Smart crepe de chine shoes, with 
center buckle, silver and gold, kid 
trimmed, or with novel braided silver 
and gold T-strap, are shown in shades 
to harmonizingly contrast with evening 
gowns. The dyeing of evening slip- 
pers is proving a good accessory busi- 
ness for the retail shoe stores; some 
concerns are giving a 24-hour service, 
at a charge of $1.00 a pair. 

Boys’ skating shoes, storm boots and 
rubber boots are moving freely, as are 
also children’s wool sport socks; one 
exclusive shoe store features the last- 
named merchandise in 24 bright colors, 
with contrasting striped tops. Local 
school colors are mentioned in the pub- 
licity given to these goods. Window 
trims are attractive and give promi- 
nence to the holiday motif. 





Marott Employees Meet 


INDIANAPOLIS, IND. (UTPS)—More 
than two hundred members of the Em- 
ployees’ Mutual Benefit Association of 
the Marott shoe shop attended the as- 
sociation’s dance and card party Wed- 
nesday evening, December 5, at the 
Marott Hotel. George J. Marott, 
owner, and A. J. Brown spoke. Mr. 
Marott reviewed the progress of the 
store since its foonlian forty-three 
years ago. George I. Thompson was 
chairman of the committee on arrange- 
ments. Assisting were Miss Ruth De- 





vine, Robert Payne and Fred Orman. 
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BRIGHT COLOURS anp PASTELS 


For wear with white or pastel sports clothes 


and with printed frocks 


Pistache Green — No. 1171 Turkey Red — — No. 1225 


Emerald Green — No. 1161 Nile Green — — No. 1151 
Slate Blue — — No. 1320 
Holland Blue — No. 1303 
~~ Violine — No. 1020 


- 





(New Castle CF ae 
le Spring 1929 


Ambrosia — — — No. 950 


Taupe Fox — No. 92-N 
Beach Tan — No. 910 


Ormond — - - No. 800 
Nectar — --— No. 630 
Meerschaum — No. 650 
Creole — ~— No. 3-N 
Suanee - - - No. 172 


Grotto Blue — No. 1300 
Pewter Grey - - No. 895 





cAnd you'll buy theses 
colours as Staples 


Serge Blue - - No. 1310 
Acajou - - No. 1400 
Dragon Vert No. 1141 


The New Castle 


Samples by request to Rec 1702 -100 Gold AHirect, New York 
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S. Grossman Becomes 
S. E. R. Gen’] Manager 


Detroit, Mico.—The S. E. R. Stores 
announce the appointment of Sam 
Grossman as general manager and 
buyer. Mr. Grossman has as his aids 
Irving Rosenfield as assistant manager 
and buyer and Milton Aggetstein as 
assistant merchandise man. Head- 
quarters will be maintained at W. H. 
Bartlett & Co., 1043 Woodward Ave., 
as heretofore. 

Grossman’s opinion is that Detroit 
conditions are very satisfactory. He 
is looking for one of the biggest years 
in history. Se good are the immediate 
prospects that two new locations in the 
downtown section will be added to the 
five now operated. A large amount of 
eredit for the rapid strides Mr. Gross- 
man has been making is due to the 
wonderful training received while as- 
sociated with one of America’s best 
shoe merchandisers, Joseph Glaser. 


Dayton Club Meets 


Dayton, Onto (UTPS)—The Day- 
ton Shoe Club, com of several 
score of shoe retailers at its first 
meeting since the election of officers 
held Dec. 3, heard an interesting talk 
by Frank Stockdale, merchandising 
analyst on “Taking the Mystery out of 
Retailing.” The talk was filled with 
many suggestions as to modern ways 
to merchandise shoe stores. C. E. Ditt- 
mer, secretary of the Ohio Valley Re- 
tail Shoe Dealers’ Association spoke 
on the need of modern shoe merchants 
to take advantage of their opportuni- 
ties. 

President A. D. Pepple named com- 
mittees to arrange programs for the 
various monthly meetings to be held 
during the winter and spring. It is 
planned to bring a number of prom- 
inent speakers from a distance to speak 
to the dealers. 

There were 35 dealers in attendance 
at the dinner and meeting which was 
held at the Van Cleve Hotel. 


Greenwald & Reiss Quit 


LuUDINGTON, Micu. (UTPS)—Green- 
wald & Reiss, dealers in boots and 
shoes in this city, have sold out to L. 
Levinsohn, of Detroit, and are retiring 
from the footwear business. The busi- 
ness will be discontinued and the stock 
moved to Detroit for disposal. The 
store was located at 927 South Wash- 
ington Street. 


New I. Miller Store 


BIRMINGHAM, ALA. (UTPS)—The 
ae I. Miller store in Birmingham 
med last week. It is located on 
Twentieth Street, between Second and 
Third Avenues, and is under the man- 
agement of B. Corman. 











Change at Selig’s 


INDIANAPOLIS, IND. (UTPS)—At the 
expiration of their lease in the Selig 
Department Store, the Barriemore 
shoes will be discontinued in Indianap- 
olis, according to reports at present. 
Barriemore oes are being sold at 
slight caounie in order to reduce the 


Beach, Cal. 
with the trade-mark at the top. 





installed in the feature window of Dobyn’s Footwear, Inc., of 
The trim was so arranged as to give a pyramid effect 


nished the color necessary to set off the shoes. 
a wide range of styles with no appearance of being cluttered up 





Trimming the Feature Window 


An unusually effective trim devoted exclusively to Red Cross shoes, 


Long 


Autumn leaves and hosiery fur- 
The trim shows 





stock as much as possible before mov- 
ing. The future plans of Barriemore 
will not be made known at present and 
future plans for the operation of the 
shoe section at Selig’s has not been 
fully developed. J. W. Hoffman is in 
charge of the department and will 
have plans for the future ready for 
announcement in a few days. 


Suedes Strong 


CLEVELAND, OHIO (UTPS)—Brown 
suedes have had one of the biggest 
runs in years, according to Cleveland 
shoe merchants. What is more pro- 
nounced is the fact that sales are hold- 
ing up during sloppy, cold weather 
when goloshes are coming into use 
again. The adoption of the latter 
usually brings a sudden halt to suedes 
in this city. Whether the pow are 
responsible for the exceptionally big 
turnover or whether the local mer- 
chants have created the demand is a 
disputed question, but the fact remains 
that nearly every shoe “ad” has con- 
tained at least one cut in brown suede. 
According to D. Graffis, manager of 
the Walkover downtown store, the de- 





mand will fall off this month. 





Suedes Move in Knoxville 


KNOXVILLE, TENN. (UTPS)—After 
years of absolute refusal of suedes, 
Knoxville women have done a right 
about face and are taking them to their 
feet in hearty fashion. “A concerted 
movement in suedes,” reports the Ken- 
nedy-Gillespie Shoe Co., Inc., Gay and 
Union Streets, further bearing out 
the conviction that this is to an 
even better suede year than was 1927. 
Suedes are now at their peak, says 
Rogers Mabry, of Kennedy-Gillespie’s, 
and are selling in straps, pumps and 
ties, with the browns in the lead over 
blacks. Cuban heel numbers have been 
unusually popular here this season, he 
says, because women have accepted the 
suede as an ideal winter street and 
general wear shoe. 


Sharp Manages Dept. 


KNOXVILLE, TENN. (UTPS)—E. B 
Sharp has been made manager of the 
shoe department of the Miller Store 
company, succeeding Keep- 
meiner. Mr. Sharp is a local man and 
is particularly well fitted for the posi- 
tion, having been connected with the 
department for the past seven hy 
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If you are a merchandiser of women’s high style footwear in $5 to 
$6.50 grades—and wish to better your position in this highly competi- 
tive field, it will most certainly pay you to investigate 
ATLANTIC LITTLEWAYS 
At the N. S. R. A. Convention 
Chicago, Jan. 7 to 10 
Hotel Stevens—Rooms 609-610 
Hotel Morrison—Room 1033 










This line of footwear reflects the best of modern practice in its styling 
—its production—the manner in which it is merchandised. 


Every Atlantic Shoe a Littleway 


Atlantic Shoe Co., South Boston, Mass. 

















Victory Improved Buckle Holder 


(PATENTED) el 
A holder that fastens securely to vamp on account 

of prong and nub arrangement on jaws; yet can 

be detached quickly. You 
can sell these holders with 
assurance that they will 
give entire satisfaction. 













Stock Number 18 


Boys and Little Gents 


ne Fine Shoes sini 


“Eighteen years of Successful Shoemaking” 


The above stock number 18 is priced—Boys’, 
$2.75. Youths’, $2.60. Little Gents’, $2.30. 


Shoes carried in stock. 
Immediate delivery on all ship- 
ments. Price list on request. 


HARRISON SHOE CO. 










NG HOLOER 
TO BUCKLE 


3 FLEMING & KEEVERS CO., INC. 


MANUFACTURERS 











J 
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Frank More 


With the shoe in a circle at 
the top of the advertisement, 
there is no danger of it being 
overshadowed by any other 
part of the ad. Frank More, 
in his San Francisco stores, is 
a believer also in white space 
around the type matter which 
describes his merchandise 





E. S. Bond Is Now 
Assistant Shoe Buyer 


Boston, Mass.—From_ shoes at 
wholesale to shoes at retail in ten years 
is the business record of E. S. Bond, 
recently appointed assistant to D. Ald- 
rich, buyer of the women’s shoe de- 

artment of Jordan Marsh Company. 

r. Bond’s first connection with shoes 
began as a stock boy for Hutchinson & 
Winch, branch of the International 
Shoe Co., this city. He later worked 
with the buyer for a couple of years, 
and had a road experience of about one 
year. When the war broke out, he en- 
listed in the army motor transport ser- 
vice corps, serving overseas for about 
two years, and then returned to his 
old connection, rounding out five years 
with Hutchinson & Winch. 

About three years ago, he secured a 
position with the Jordan Marsh organ- 
ization—first as department superin- 
tendent in the women’s hosiery depart- 
ment, and later as head superintendent 
of the street floor. He then took the 
merchandise training course, and was 
assigned to the shoe department. While 
Mr. Bond states that he did not have 
any idea of going into shoes when he 
started with the Jordan Marsh Com- 
pany organization, he is certainly glad 
to return to the shoe game again. 


In New Location 


Boston, Mass.— The Leader Shoe 
Co. recently held an opening at its new 
location, 791 Tremont Street, which 
was attended by many friends of the 
executives. The firm is now cutting 75 
eases daily and-says that it will im 
crease this amount later. 





Holiday Business Good 


in St. Louis Stores 


St. Louis, Mo.—Business in the re- 
tail shoe trade has swung into the 
Christmas shopping activity and mer- 
chants report a betterment. All stores 
are — in their Christmas regalia 
which has been an incentive for at- 
tracting business. Stores report de- 
mand for merchandise featured as gift 
types. Operators feel confident that 
business will be particularly good dur- 
ing December. 

Another interesting note reported in 
the stores was the sudden call for 
galoshes of all types. Although the 
weather has not been particularly ap- 
propriate for this type of merchandise, 
the dropping thermometer has added 
some incentive to the buying. A snow 
is all that merchants ask for at this 
time. A break of this kind, it is said, 
would put a wallop in business that 
would help make up the losses in sales 
suffered during October and November 

November in most stores recorded 
losses in sales: Only three or four 
stores in the district reported a gain, 
which was slight. Gains for the year 
continue to be held and most stores 
will finish with slight increases over 
the figures of 1927. 

The apprehension felt during the 
past fortnight for boots has been re- 
lieved. The call for boots during the 
past week has been unusually good. 
Calls have been heard in all stores 
with both medium and higher priced 
merchandise sharing the activity. This 
has been the first buying trend experi- 
enced since boots have made their 
debut a month ago. 

Nothing is happening in the foot- 
wear style field. Suedes in brown and 
black still holding first place by a 
wide margin. Brown kid is good with 
a popular priced chain reporting a 
betterment in walking oxfords of 
brown. Blue still sells, although not 
as robust as some few -weeks ago. 
Reptiles in high priced shoes are up 
near the top in sales. 


Wilbar’s Windows 
Have Unique Trim 


Boston, Mass.—Wilbar’s Shoe Store’s 
front is all “a-glitter” with red and 
silver, in a cathedral window trim. 
The “windows” form an attractive 
background for the merchandise and 
are typically “Christmas-shoe-gift” in 
their atmosphere; their red glow 
against the glistening Gothic curves 
and interstices of the frame are pleas- 
ingly colorful. Two tall candles placed 
prominently in the j'oreground of each 
window have tripod tops. The idea of 
this trim was that of Manager Hy 
Bluestein, assisted by Salesmen A. 
Aaronstein, J. C. Dunn, J. C. Crosby, 
Edward I. Solomon and Albert X. Den- 
nis. 


Bay City Store Moves 


Bay Crry, MicH.—The Walk-Over 
Boot Shop, formerly located at 405 
Center Avenue, Bay City, has been 
moved to a new location at 918 Wash- 
ington Avenue. 


Styleful Advertising 


Here is the smart litth collegiate 
thoe—all style from } to toe. 


RALPA RUAKLE 


Permarly Smith's Bestery 
; 1023 State St. | 


It is a truism to say that the 
advertising must reflect the 
stylefulness of the merchan- 
dise and the stylefulness of 
the store in which the mer- 
chandise is sold. The Ralph - 
Runkle Bootery, in Santa Bar- 
bara, Cal., has accomplished 
all this, and more, in the above 
advertisement. One _ instinc- 
tively feels that the shoe must 
be all the advertisement claims 
for it and that the store be- 
hind the ad would be a pleas- 
ant place to shop 











Goes With Frank & Seder 


PITTSBURGH, PA.—Harry Marx, buy- 
er for Gimbel Bros.’ shoe department 
here, is leaving to become buyer for 
the Frank & Seder Stores on Jan. 1. 
He will be succeeded by his assistant, 
Mr. Shive. A farewell dinner was re- 
cently tendered to Mr. Marx at the Ho- 
tel Roosevelt. The affair was in charge 
of a committee, of which H. I. Macks 
was chairman. Miss Esther Karman 
was in charge of the entertainment. 
The speakers were: Mr. Rust of the 
Pittsburgh Post-Gazette; Mr. Shive, 
Marty King, who represents the Red 
Cross branch of the United States 
Shoe Co.; Miss Posner; Mr. Saladia, 
Mr. Rubin, who made the presentation 
speech, and Frank L. Fitzpatrick, who 
represents the Old Colony Shoe Co. 
The entertainment was furnished by 
= Steel Pier Minstrels of Atlantic 

ity. 


Hartley With Butler 


JACKSONVILLE, Fia. (UTPS)—The 
Butler Shoe Shop announces the ap- 
pointment of John Hartley as manager 
of the Jacksonville store. 

Mr. Hartley is well known to the 
shoe trade in Jacksonville having been 
here for many years and connected 
with some of the largest shoe concerns 
in the city. 


















Its Publications Broadly 

Cover the Following 

Industries and 
Trades 






























Automotive 
Automotive Industries 
Automobile Trade Journal and 

Motor Age 
Motor World Wholesale 
Commercial Car Journal and 
Operation and Maintenance 
Chilton Catalog & Directory 
Automotive Industrial Red: Book 
Chilton Aero Directory and 

Catalog 

Hardware : 
Hardware Age 
Hardware Age Catalog 

Jewelry 
The Jewelers’ Circular 

Metal Trades 
The Iron Age 

Optical 
The Optical Journal 

Petroleum 
The Petroleum Register 
Oil Field Engineering 
Allen’s Superintendents Hand 

Book 

Plumbing & Heating 
Sanitary & Heating Engineering 

Shoe 
Boot & Shoe Recorder 

Textile 
Dry Goods Economist 
Dry Goods Reporter 
The Drygoodsman 
Pacific Coast Merchant 

Toys 
Toy World 

Warehousing - 

Distribution & Warehousing 
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UNITED PUBLISHERS 








The Clear 


HE United Publishers 
Corporation keeps 
abreast of the trend in 
industries. 


Changes of editorial and com- 
pany policies follow closely — 
sometimes anticipate — changes 
in the field. 


Thus advertisers in U.P.C. pub- 
lications, and subscribers, are 
constantly in touch with condi- 
tions in their spheres. 


The vast resources of the U.P.C. 
are always at your disposal. 





CORPORATION 





“ee 


President of the U.P.C. 


239 West 39th Street 


A. C. PEARSON 
Ceareae Me Board of FRITZ J. FRANK 
President of the T Presiden’ 
wets OS ice | 


Publishing Con N.Y. € 


n 4 3 
ty ‘ 
Pie TEaeiee: acc eK 


New York City 


_C. A. MUSSELMAN F. C. STEVENS 
Vice-President of the U. P.C, 

President of t ilton t of th 

Class Journal Co., Phila, Printing Co., N. Y. C, 
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Treasurer of the U.P.C, 
Presiden Federal 
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THE DRYGOODSMAN 


1627 LOCUST STREET, ST. LOUIS, MO. 


BOSTON PHILADELPHIA CHICAGO 
425 Park Sq. Bldg. 214 S. 12th St. 215 S. Market St. 
MEMBER A.B. P—A.B.C. 





BOOT AND SHOE RECORDER December 15, 1928 





WHERE TO BUY| hoe e Marker News 


In The Boor anp SHor Recorper 








NATIONAL NEWS SATURDAY, DECEMBER 15, 1928 EVERY WEEK 





Maine Merger 
Brings Together 
Two Companies 


Wise & Cooper Shoe Co. Taken 
Over by Ault-Shackford 
Shoe Co. in Auburn 


varle tiicnstantinessi> AUBURN, | Me — 
EMERSON SHOE MFG. CO. nnouncement has 

OCKLAND, MASS been made of the 
” : es merger of the 


WRITE TODAY FOR CATALOGUE a Ault - Shackford 
Shoe Company 


i =F 1] and the ise & 

usin wit Cooper Shoe Com- 

(UMFORT-ARCH SHO pany. This cqnsol- 

idation brings to- 

gether under one 

control and man- 

agement two of 

the well-known 

CHAS.AULT companies of this 
President of the “. 

reorganized Ault- ise & Cooper 

Shackford Shoe have been manu- 

Co. facturing Goodyear 

welt shoes. in Au- 

burn for forty-five years. The Ault- 

Shackford Shoe Company was organ- 

ized this year as a strictly merchan- 

dising corporation to distribute a line 

We of Goodyear welt shoes to retail from 


























Tus $5 to $6 a pair. The company has 
been successful from the start, and 
production has been up to 1000 pairs 

SHOE of shoes a day. The shoes have been 
Fon MEN made in the Wise & Cooper plant, un- 





‘| der the trade name of “Ann Elise.” 
M. A. PACKARD CO., Makers ‘| The Wise & Cooper lines, chiefly under 


the trade name of “Arch Benefit,” sell 
at retail from $6 to $8.50. Both lines 
will be continued under the consolida- 
eee: F aN || tion, and will, therefore, cover the 

Goodyear welt retail price range from 

$5 to $8.50 a pair. 

BOST ONIANS The officers of the Ault-Shackford 
SHOES FOR MEN Shoe Company, as reorganized to in- 


ONWEALTH SHOE THER Co. clude the Wise & Cooper business, are 
_— —— a8 as follows: President, Charles Ault; 


= 7 vice-presidents, Fred W. Small, Rich- 
ard Boothby ; treasurer, Lester B. 
Shackford; assistant treasurer, Harold 
NETTLETON y* bao: ag’, — Davis Esta- 
ndrew P. avis Esta- 

Shoes of Worth brook and rg rE Gross ; me. Cosas 5 & 
NETTLET superintendent, the plan ~ wD. 
A. E. ON CO. Estabrook is the general sales man- 
= ¥. a oe ye vd a of the aoe company. ‘cn 

MEN'S a wenty salesmen will represen e 

a a two lines and will cover the entire 
United States and Canada. Both lines 
will be carried in stock at 416 North 
Twelfth Street, St. Louis, and at the 
factory at Auburn. 

The officers announced that the 
merger of the Ault-Shackford Shoe 
Company and the Wise & Shoe 
Company would in no way the 
Ault: Williamson Shoe Company, which 
is a separate corporation, manufactur- 
































ing women’s turn comfort and dress 
shoes em in an entirely sep- 
arate plant. 

The Ault-Shackford factory has been 
completely reorganized and rearranged 
within the past few weeks, and is now 
in shape to handle a capacity of over 
3000 pairs a day, and it is expected 
that this capacity will be reached 
within the next few months. 


New Offices Opened by 


Lewis A. Crossett Co. 


Boston, Mass.—The Lewis A. Cros- 
sett Co. has just opened its new execu- 
tive and sales offices at 166 Essex St., 
Boston, a move which they feel will be 
of distinct advantage to their customers 
as well as to themselves. 

The Crossett stock department is lo- 
cated at the same place, and one entire 
floor of the building at the corner of 
Essex and Lincoln Streets is devoted 
to the new offices, salesroom and stock 
department. Buyers in, the Boston 
market can most conveniently see the 
entire Crossett line and stock, for the 
new location is in the very heart of 
the Boston shoe district and only a 
couple of minutes walk from the South 
Station. 


Navy Orders 74,000 Pairs 


Hotprook, Mass.—The Brockton 
Shoe Manufacturing Co. has _ been 
awarded a contract for the manufacture 
of 74,000 pairs of low shoes for the 
navy department of the United States, 
the cost of which will be $304,880, mak- 
ing the cost of the shoes approximately 
$4.12, it is reported. The company, of 
which Att a James FE. O’Neill, promi- 
nent Brockton attorney, is the presi- 
dent, is said to have submitted the 
lowest bid. It is the first navy shoe 
order which has come to the Old Colony 
district in many months, and will sup- 
ply work for a large number of hands 
for many weeks. The shoes are for en- 
listed men of the navy and are not for 
officers. 

‘The J. M. Herman Shoe Co. of Millis 
has been awarded the contract for pro- 
viding high shoes for the navy at a con- 
tract price of $219,000, word from the 
navy department declares. 


New Firm at Lynn 


LyNN, Mass.—Elgin Shoe Co., re- 
cently incorporated with a capital of 
$100,000, has taken space in the build- 
ing at 266 Broad Street, where it will 
make women’s novelty shoes, starting 
in the new year. Harry Waldman is 
president of the new corporation, and 
Abraham Blackman is treasurer, The__ 
— is $100,000. David Sternberg 

ra shoes for the new concern 
ie merchandise ee product. 
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Old Colony Club Meets 


BROCKTON, Mass.—A Stetson shoe 
arade by the famed Stetson Shoe 
nd which weekly plays over the radio, 
an address by Walter R. “Hap” Myers, 
radio announcer and New England rep- 
resentative of the National Broadcast- 
ing Co., and short, informal addresses 
provided an enjoyable program for the 
fortnightly meeting of the Old Colony 
Advertising Club, Dec. 5. 

Following the dinner there was a 
ported of community singing led by 

illiam E. Doyle of the Doyle Shoe Co. 
Shelton R. Houx, president of the club, 
welcomed the guests and outlined the 
club’s plans for the season, after which 
he introduced Mayor Harold D. Bent 
who spoke briefly. 

After a short talk by Charles T. 
Heald of the Stetson Shoe Co. of South 
Weymouth, the meeting was turned 
over to W. L. Longden, who provided 
the evening’s entertainment. A series 
of one-minute sketches next was pre- 
sented by George W. R. Hill, John J. 
Feeley and Deane E. Alexander, who en- 
acted various well known slogans and 
names of products of national advertis- 
ers. The audience wrote down the 
name of the products so mentioned, and 

rizes were awarded to George M. 

nd, with Lester E. Howard a close 
second. Donald D. Wyman of North 
Abington, won first award for guests 
and Alfred Anderson second. Charles 
W. Corbett, vice-president of the Bos- 
ton Advertising Club, also spoke briefly. 


Haverhill Busy on 
New Spring Samples 


HAVERHILL, Mass.—Present business 
in the local industry is restricted large- 
ly to those factories serving the mail 
order and chain store trade. The other 
plants are generally slack. Future 
business has not yet developed large 
volume. Shoe men are making samples 
and trying out the new leathers and 
fabrics, and give assurances of some 
smart creations for introduction to the 
trade at an early date. 

The new light kid leathers are in the 
local factories, in white, biege, cham- 
pagne, and various shades of tan. 
Colored kid in the brighter hues is also 
to be seen, but is regarded as a high 
risk. Satin slippers are in usual promi- 
nence in the spring lines. Patterns are 
running largely to ties and straps, with 
both cut-out and applique adornment. 
Snakes are predicted for generous use 
for trimming. 


Lowell Shoeman Weds 


HAVERHILL, Mass.—Alfred H. Orn- 
steen, superintendent of the Lowell fac- 
tory of the M. T. Ornsteen Co., and 
Miss Estelle S. Charak, Brookline, were 
married Nov. 21, at the Ritz-Carlton 
Hotel, Boston, by Rabbi Harry Levi. 
Mr. and Mrs. Ornsteen are now travel- 
ing in Europe. bride is the 
daughter of Mr. and Mrs. Moses 
Charak, 189 Babcock Street, Brookline, 
and well known in Boston ‘society cir- 
cles. Mr. Ornsteen is the son of Myer 
T. Ornsteen, this city, president of the 
re Shoe Manufacturers’ Asso- 

ation. Fs 


_ Mr. 





Horatio G. Foss Dead 


Was One of the Founders of the 
Dingley-Foss Shoe Co. 


» 

AUBURN, ME.—Horatio G. Foss, one 
of the founders of the Dingley-Foss 
Shoe Co., and president of that com- 
pany for several years, died recently 
at his home here. He was born in 
Wayne, Me., Feb. 22, 1846, and while 
still a youth learned the shoe trade as 
a bench worker, developing into an ex- 
pert shoemaker. He entered the man- 
ufacturing trade as head of his com- 
pany in 1876 and was an outstanding 
figure in the shoe industry of this 
State for 50 years. In 1923 he retired. 

During his entire business career 
Foss was actively interested in 
Masonry, in which order he was a mem- 
ber of the thirty-second degree. He 
had served also as master of the lodge 
in Wayne and was a member of Kora 
Temple and the order of Elks. For 
many years also he served on the board 
of directors of the First Auburn Trust 
Company. 

Mr. Foss had been interested during 
his life in many charitable institutions, 
and at his death left $100,000 to the 
Central Maine General Hospital of 
Lewiston, of which he had been a di- 
rector; and $50,000 to the Auburn 
Home for Aged Women, to which he 
had donated liberally during his life. 
His private charities were many. 


New Agreement In 
Prospect. for Haverhill 


HAVERHILL, Mass.—Negotiations for 
new working agreements in the ‘Técal 
shoe and allied industries are about to 
begin, with indications that the indus- 
try will enjoy the same harmonious 
conditions during 1929 as during the 
past season. The report of the Di- 
vision of Labor Statistics of the U. S. 
Department of Labor on its recent sur- 
vey of the local industry, is announced 
for release soon and is expected to 
furnish the basis for these negotiations. 


Haverhill Factory Sold 


HAVERHILL, Mass.—The Emery & 
Marshall factory, Phoenix row, in the 
heart of the downtown shoe district, 
this week was sold by the executors of 
the estate of the late*Arthur H. Went- 
worth to Simon Starensier, this city, 
who buys for investment. The factory 
is one of the best known in the city and 
has a floor area of approximately 60,- 
000 sq. ft. It is a four-story brick struc- 
ture. Present tenants include the Clin- 
ton Shoe Co., and the Newman Shoe Co. 
Mr. Starensier, the new owner, is a 
heavy holder of factory property in the 
city, owning the Gale factory on Dun- 
can Street and the old Chick factory on 
River Street. He is a member of the 
firm of S. Starensier & Co., dealers in 
shoe goods and shoe ornaments. 


A Business Change 


CHELSEA, Mass. —S. & G. Kashian 
of the Kashian Shoe Co. have pur- 
chased the stock of this firm, formerly 
held by their brothers, C. and M. Ka- 
shishian, and will continue to make 
medium-grade McKays. 


os 


WHERE. TQ. BUY 
Men’s Shoes 


OP Ae 





WOOD SOLE SHOES 

















WHERE TO BUY 
Slipper Quilting 
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SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 
For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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WHERE TO BUY 
Shoe Buckles & Fabrics 
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MAISON MANN, ine. 


“Decidedly Different” 
Importers Manufacturers 
Cut STEEL 
BBEADED- RHINESTONE 
3 West 20th St., New York 4 
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vV< _VEITH——>- y 


CUT STEEL— 
E IMITATION STEEL E 


: BEADED \ 
SHOE BUCKLES 
T «a. &&. VEITH, Inc. T 


H 9-11 San aac. New York H 





Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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WHERE TO BUY 


Women’s Novelties 





IN STOCK: $3 to $6 Sellers 














BONDWAY 
PROCESS 











BOND SHOE COMPANY, (32 Duane St., New York 








WHERE TO BUY 
Ballet Slippers 








ma Te, ee ne 
B SLIPPERS 
STOCK 






semotes attended to 
& RUsSHNBERG SHOE co. 
124 N. elphia 











Brooks Ballet Slippers 





Women’s Misses’ Child's 
Ne. 600 $1.45 $1.40 $1.35 
Ne. 609 1.30 1.25 1.20 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. CO. 


1725-35 No. Gth St., Philadelphia. 
Les Angeles: 1162 So. Hill St. 











= om lack Bal- 


Wissen’ $1.20 pr. 
Child’s $1.15 pr. 
BLOG SHOE CO., INC. 


147 Duane 
New York, N. Y. 














Do You Know? | 
Dageeras shia 


is a} 
saver in meeting immediate needs: | 


~s . i 














Spring Run Begins 
In Lynn Factories 


LYNN, Mass.—Improvement is re- 
ported. Buyers have started to place 
orders for early delivery of spring and 
easter footwear, also for winter re- 


sort shoes. Easter comes early next 
— hence early ordering. A num- 

of factories have started on their 
spring run. 


Manufacturers have already con- 
tracted for bottom stock requirements. 
Cut soles are staple merchandise, and 
can safely be bought ahead. Prices 
are stronger and sole cutters are re- 
porting prospects of further advances, 
as well as that certain selections of” 
light soles have about all been sold for 
future delivery. It looks as if there 
would be another fight between rising 
hide and leather markets and fixed price 
shoes, the same as there was in the 
year now closing. 

With upper stock, the situation is not 
the same, for manufacturers are hold- 
ing back orders for upper leather until 
they know just what color or grain 
their customers desire. Several sales- 
men report that their customers are 
holding down their selections to colors 
and grains that they are sure to sell. 

Manufacturers here are no more 
pleased with the forecasts of a fashion 
of bare legs than are the grocers with 
the fad of dieting to reduce. It looks 
as if bare feet would make plenty of 
trouble for the shoemakers. 





Harrison Shoe Co. Denies 
Rumor of Liquidation 


Everett, Mass.—Emphatic denial is 
made by officers of the Harrison Shoe 
Co., of a rumor to the effect that liqui- 
dation of the business is contemplated. 
Important changes, however, have been 
made. 

The executive office has been moved 
from Boston to the factory here in 
Everett and all correspondence, orders 
and shipments will be handled direct 
from this point. With this arrange- 
ment it is expected that customers will 
get better and quicker service. A large 
in-stock department is maintained at 
the factory. 

Joseph E. Rice, who has been with 
the company for the last ten years, 
has been made general sales manager, 
charged with the distribution of shoes 
in the New England territory, in which 
district he will serve a wide circle of 
friends. The company has specialized 
for the last eighteen years in the man- 
ufacture of juvenile shoes for boys up 
to and including the little gent’s size 
run. 





New Corporation 


Boston, Mass.—Dartmouth Shoe Co. 
recently filed articles of incorporation 
under Masachusetts laws, for the pur- 


of manufacturing boots, shoes 
pag rubbers, with an authorized capital 
“of 500 ‘shares common stock, no par 


value, - Louis Shafmaster is president; 
‘Mortis Borkum. treasurer. Peter Kan- 
“téFis’alsd an officer and. one of the in- 
corporators. 








Counter Co. Expands 


HAVERHILL, Mass.—The L. M. Leav- 
itt Counter Co., and the Sam McGregor 
Sole Co., have leased factory space in 
the Haverhill Building Association 
Block, Walnut Street, to provide needed 
expansions. The Leavitt company is to 
utilize approximately 25,000 sq. ft. of 
floor area formerly occupied by the 
B. E. Cole, Inc., The McGregor com- 
pany leases 20,000 sq. ft. in the same 
building. ‘The space vacated by the 
Leavitt company at 115 Essex Street, 
where it has been established for sever- 
al years, is being taken over by the 
L. H. Hamel Leather Co. 


Lyman E. Goss Dies 


CuHIcAGo, Int.—Lyman E. Goss, for 
twenty-five years the representative in 
the Central West for the Dayton Last 
Works, Dayton, Ohio, died at his home, 
1366 Greenleaf Avenue, Chicago, on 
Dec. 4. Mr. Goss had been failing 
during the past year but with that in- 
herently rugged determination which 
characterized his entire life he con- 
tinued at business until his doctor or- 
dered him to cease. 

He was first associated with the 
shoe industry at Lynn, Mass., where in 
1888 he entered the employ of the 
Reece Buttonhole Machine Co., being 
sent to Chicago to represent them in 
1890. Two years later he joined the 
Chicago Last & Die Co., becoming vice- 
president of that company before join- 
ing the sales forces of the Crawford 
MacGregor & Canby Co., whose trade 
name the Dayton Last Works, was 
associated with “Tredstrate” lasts 
early the present century. Lyman 
Goss’ knowledge of standard measure- 
ments, fitting properties and style 
trends plus a rug; yet fine ~personal- 
ity made him an outstanding character 
in the western trade. The attendance 
at his funeral Friday, Dec. 7, at Grace- 
land Cemetery Chapel, Chicago, was 
extensive and representative. 

Besides his widow, he is survived by 
three sons, Lyman E., Jr., Maurice G., 
and Robert E. Goss. 


“Fore!” 


Those merchants who attended the 
National Shoe Retailers Convention at 
Chicago in 1928, were for the most part 
much impressed with the slogan “Re- 
member the 4th Turn Right.” Every- 
one was talking about it. Wonderful 
entertainment, beautiful display rooms, 
and a welcome awaited everybody who 
visited the 4th floor of the Stevens 
Hotel and turned to the right. 

There is an advertisement in this is- 
sue again featuring that slogan and 
introducing the name “Macgregor” and 
the word “Fore!” Many will be curi- 
ous to know what relationship there 
may be between Macgregor’s balanced 
golf clubs, the word “Fore!” and a 
shoe style show. Upon inquiry we were 
told that if we would take the trouble 
to come to the 4th floor and turn right 
we would not only be agreeably sur- 
prized but might profit thereby. 

‘We hear that whatever was done in 
1928 will most assuredly be surpassed 
by what is arranged for 1929. C. W. 
Alexander, advertising manager for 
this concern, refuses to divulge the de- 
tails, but hints that something very 
much worth while is being planned. 
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Moving to Boston 


Lynn, Mass.—The K. & S. Shoe Co., 
Lynn, is moving to the factory on A 
Street, Boston, which was formerly oc- 
cupied by Brophy Bros. Shoe Co. It 

lans to make 75 cases a day of Mc- 
ay novelties. 


W. L. Douglas Shoe Co. 


Shows Big Increase 


BrockTon, Mass.—The W. L. Doug- 
las Shoe Co. has just closed one of the 
most prosperous years in its history, 
with an increased production of 232,- 
286 pairs of shoes over last year’s 
showing and with orders on hand for 
more than 800,000 pairs, President 
Herbert L. Tinkham told members of 
the corporation in his annual report. 

At a conference which began Dec. 
4 Mr. Tinkham told managers of the 
W. L. Douglas retail stores that the 
record of the company during the past 
year served to “contribute renewed 
confidence to those who pin their faith 
on the supremacy of New England 
shoe manufacturing.” In his opening 
address he said: 

“At this time it will be a pleasure 
to our employes to feel assured that 
we have over 800,000 pairs of shoes 
waiting to be made for the coming 
Spring season. These will consist of 
men’s, women’s and children’s shoes. 
In view of this fact there will not 
be only a short interruption between 
seasons, sufficient only to take inven- 
tory. 

“Our Littleway process shoes which 
we started to manufacture a few 
months ago, have met with unusual 
success, as is evidenced by the increas- 
ing business which necessitates the set- 
ting aside of more manufacturing 
space here to meet the demand.” 


Too Much Modernism? 


[CONTINUED FROM PAGE 37] 


way. We in the shoe trade are apt to 
take for granted entirely too much. 
We are wrapped up in shoes and we 
think everyone else is. We are in- 
clined to be like the fellow who throws 
kisses to his girl in the dark—we know 
what we are doing, but no one else 


oes. 
Make shoes your first. thought when 
putting in a show window. Let noth- 
ing interfere or confuse the showing. 
Put shoes foremost and make the back- 
ounds emphasize them. Contrast is 
tter than harmonious colors that 
merge the shoes. Show dark colored 
shoes against a light background, and 
vice versa. not use too many fix- 
tures of a highly ornate character. 
The best window seen for a long time 
was one in which the shoes were set 
flat on the floor, the background being 
of a nature to set the shoes out in 
striking relief. Hundreds of people 
stopped to look at that window, pass- 
ing up more “artistic” and “modern- 
istic” displays along the same street. 


Mrs. L. J. Rebhun Dead 


CINCINNATI, Ou10.—Mrs. Lewis J. 
Rebhun, president of the Rebhun Last 


Co., died Saturday, Nov. 10, 1928, at 
her home in this city. 





New Salesmanager for 
Hugh S. Lyons & Co. 


* 
Stanwood S. Newell 


CuIcaGo, ILL.—Stanwood S. Newell, 
who for the last six years has been in 
charge of the Chicago office of Hugh S. 
Lyons & Co., has been made general 
sales manager of the company with of- 
fices in Lansing, Mich., where the com- 
pany has its headquarters. Peter H. 
Featherly succeeds Mr. Newell as man- 
ager of the Chicago territory. 

Mr. Newell’s promotion comes as the 
result of his excellent work in the dis- 
trict of which he has had charge. Un- 
der his management business has 
shown a steady increase year after 
year in store furniture and fixtures, in 
which department of the business Mr. 
Newell has specialized. 


Gregory & Read Banquet 


LYNN, Mass.—Gregory & Read ten- 
dered their seventh annual banquet to 
employees last week, 700 attending. A 
half ton of turkey, and other things 
in corresponding measure, were served. 

Harry M. Read, general manager of 
the company, told the gathering, in his 
brief after-dinner remarks, that the 
factories had produced more shoes this 
year than in any year since the war, 
and he added that he hoped for even 
better business next year. 

Among the guests were H. F. Sessel- 
man, of the Regal stores, who has re- 


cently returned from Europe, Barney | 


Blustein, of Wilbar’s of Boston, and 
John M. Read, production manager, 
and Clarence Morganstein, western 
salesman. 

Franklin E. Gregory, president of 
the firm, is on the road, and so is John 
E. Harris, sales manager. Both sent 
telegrams of congratulation. 


Brown Gains for Nov. 


St. Louis, Mo.—T. F. James, :vice- 
president in charge of sales reported 
Brown Shoe Co., showed a gain in ship- 
ments of $260,000 over thé same period 
of a year ago. ber was inclined 
in the same direction it was stated. 





WHERE TO BUY 


Men’s & Women’s 
Slippers 





Two Strap Sandal 
“Hand Turned” 
In Stock 
C to E—2%-9 
No. 3-2 at $2.35 


MORAN-HERMANN- 
MeMANUS, INC. 
Maine 














Greatest Value 
$1.65 


E wide, 8 to 9. 
Send for samples 
= we will prove 
t. 


WM. SUMNER SMITH 








- SLIPPERS REPEAT 
IN STOCK 
Best grade kid, 


built on New 
Spring Last — 
Ecru Felt Lined 
—Heavy hair 
felt filler and 
heel pad.Chrome 
Outsole. 














PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St. New York City 
$27.00 per doz. and up 
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WHERE TO BUY 
Spats 





IN STOCK—IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 








ENGLISH TYPE 


Made of Best 
Water Proof 
Cravenetted 

Materials 


1 and 2 dozen Samples Cheerfully 
Submitted on ten day trial 


GOLD SEAL 


536 Broadway New York 
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‘WHERE FO BUY 


Bowling Shoes 





IN-STOCK 
Smoked Elk 


$3.25 


BROOKS 
SHOE MFG. CO. 
eeighia. Pa. 


ei 


1723 No. h~y St. Phila 
Les Angeles, 1162 Se. Hill 





WHERE TO BUY 
Slipper Supplies 











Fit the Eyes First 


[CONTINUED FROM PAGE 39] 


brown, but she finds black patent leather 


more practical. 


Scavini uses the Fecri- 


cuir in darker colors for afternoon 
wear, or combined with another leather, 


and for even 
either Beno 


in the lighter tones, 
with brocade, with 


brilliants or independently. 


to” 


Many interesting daytime shoes are 


be seen, especially the Chevreau 


morné (unborn calf) models in gray 
and brown, which are designed espe- 


cially for fur coats. The 
trimmed with gray kid, an 


ay fur is 
the brown 


with black kid. Another brown ante- 
lope street shoe has shiny gold kid, 


making a fine all-over design. 


More 


formal shoes are made of antelope 
with tiny handpainted flowers forming 
an all-over design. These shoes have 
= match. 


ployed 


e variety of materials are em- 
or evening footwear, and there 


are naturally no specific colors, be- 
cause the modern evening slipper de- 
pends entirely upon the general cos- 
tume for its color effect. Besides, much 
crepe de chine, a very heavily ribbed 
silk is frequently used. A handsome 
light gray strap shoe made of this ma- 


terial is trimme 


d with silver kid to 


form-a narrow border and strap. The 
heel is entirely made of strass, as well 
as the small buckles which replace the 
button in all of Scavini’s strap evening 


slippers. 


100 Merchant Doctors 


[CONTINUED FROM PAGE 41] 


MISCELLANEOUS 


2. 
3. 
6. 


$18,100 ex ense is too much for 
amount of business done. 
a loss is nearer $2,000 than 


Mark-up and expenses varies with 
grade of shoes sold. Would be high 
in both cases for a h grade shoes. 


. Gear up creative selling. Study ad- 


vertising from a sales appeal angle 
and not from a space filling angle. 


CASE NUMBER TWO 


COMMENT CONCERNING STOCK 


i. 
3. 


$5,000 out of date stock too high. 
Remedy, greater care in buying. 
Turnover less than two times, so 
reduce stock. Increase men’s sales 
through charge accounts. 

If 33 per cent of men’s merchan- 
dise was out of date, shows poor 
merchandising in a department 
where style fluctuation is at a min- 


imum. 
. Cut stock to $18,000. 


; dead stock. 


The answer is plain—clean up the 
It is necessary to re- 
member that the higher the grade 
of the shoes the slower the turn- 
over. 


. 20 per cent of stock old merchan- 


dise—clean house. Stock should 
avmege ones around $18,000. 
luce stock $4,000 or $5,000. 


. Recommend a clearance sale at 


12. 


close of -season of all unsalable 


merchandise at whatever price it 


will b 
Too muc 


” stock all over the store 
for right turnover. 


- GENERAL COMMENTS 
’ 8. Run the business seals different 








than any other store in town. 


WHERE TO BUY 
Children’s Shoes 





‘*‘ELAM’’ 
Flexible Turn Shoes 
For the Jobbing Trade 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office: Statler Bidg., Room 532 











WHERE TO BUY 
Standard Shoe Materials 


os! 





The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 








Tanneries at Danverspert, 95 Seuth St., Beston, Mass. 





est Virginia 


The high reputation of its users 
is significant of its merit. 
Pulp Product Department 
West Virginia Pulp& Paper Company 
Detroi York Chicago 


New 

















a 


a Y ¢ Ht 


NEW. GOODWIN CATALOG 
f SHO rORE FIXTURES 


LATIONS 


| 








. Increase sales in men’s and chil- 
dren’s departments by means of 
advertising. 

. Batter control of buying - and 
uicker reduction of odds and ends. 

eck styles and sizes constantly. 
Stock control should be put. 
force. Pyramid on top odiies 
sizes. $2,000 leak somewhere be- 
tween first and second problems. 
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CAHILL BOX MARKER 


(Copyrighted) 
A VERY EFFECTIVE 


MACHINE 
For printing the stock number 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 


1 carton. 
PRICE, $4.00 
Matled on Approval 


an 

lowest freight rates. 
Cos 
mtionncit HARRISBURG, PA. 








SPAT Nationally 
PROFITS a. N\A 7 Advertised! 


from Men ¢ 


Nine out of ten men wear low 
shoes all winter. 


Sgt ‘em spete—today 8 neces- HE famous Ca- 
s,Colere—eray, fawn and poole a ~ pezio Concave 
: ~My -y pemnete— Arch Soft Toe Slip- 


With leather piping and four ‘*mples for the asking. : aie 
button holes. Price $16.50 to $21 doz. pairs per is piling up gen- 


IN STOCK. IMMEDIATE DELIVERY — erous profits for Ca- 


FIT RITE OVERGAITER co. nae pezio dealers. Dancers know 


526 So. Third Street PHILADELPHIA, PA. Soft Toe Slip. ‘this superior slipper and ask 
ter always in for it by name. Finest quality. 


stock in Black longest wear, smartest appear- 


5 eG and White Kid anc f - ° 
eet pe Aa Rng ance. Actually helps the 


oy : 
The Right et ev pe gen dancer point her toe! Full 
order. Special stock ALWAYS—At once 


Boudoirs shades to order. delivery on all orders. 


You never take any chance Wie diadins thio. ail 
when you stock Greeley Catalog, samples and Sales 
Boudoirs. In colors or Plans for dealers who qualify 
black, with rubber or as Capezio Representatives. 
leather heels. Your 
jobber should carry 


them. If not—write 
on OVER 40 YEARS 


MASTER BUILDER 109 WEST 48°ST 


A. W. GREELEY NOY NEW YORK CITY 
x4 12 Duncan St. - - - Haverhill, Mass. Be 



























































Can You Speak the Language 
of Your Business? 








the meaning of all the terms used in the shoe 
? you make a good impression on a 
by their correct names and. answering 

manner? 


dn eutherteatien toners of the sorme used Sn ie 
shod and leather trade. price of the Lexicon ts 


50 Cents 
(cash with order) 
Boot and Shoe Recorder Publishing Co. 
80 Federal St. Boston, Mass. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED 
4c per word. Minimum Charge 75c. 
LINES WANTED 
4c per word. Minimum Charge 75c. 


ALL OTHERS 
Ze per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











SALESMAN WANTED for Missouri, Indi- 
ana, Iowa, Wisconsin, Texas and Arkansas, 


MEN’, Ss DRESS SHOE LINE AVAILABLE to carry as a side line popular priced Ladies’ 


: Novelties in stock. Strictly commission basis. 
Have bavi I ag Virginia, East New York, East North Carolina, Southern [Illinois Big opportunity for the right man. 


Applicant must have road shoe selling experience, travel by car and a worker. Give references in first letter. Man-Gold Shoe ‘ 
fence, wens territories you have traveled in, and three references in first letter. Will 1418 Washington Ave., St. Louis, Missouri. 


ex) 
hold confiden 
J. W. CARTER COMPANY ELL KNOWN MANUFACTURER of fast 
Nashville, Tennessee W moving popular priced In Stock McKay 
— Novelties requires two aggressive salesmen for 


territories East of the Mississippi. This wil? 
Salesmen Wanted | 


appeal to men who realize the value of 
direct mail and advertising assistance in their 
with good following to carry line 
of an old established manufactur- 





Se er er ED 











The “House of 


Winners’”’ 


has openings for live salesmen with an 





territory. A-1 references and ability to finance 
self necessary. Address D-855, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 
ing concern of leather, felt and 
silk rayon soft sole slippers, made 
also with wooden heels. Follow- 
ing territories open: Nebraska, 
Missouri, Arkansas, Oklahoma, 
North and South Dakota, and 
Texas. Liberal commissions paid 
on monthly settlements. Kindly 
give full details in first letter. 
Address D-864, care Boor & SHOE 
= ReEcorper, 80 Federal St., Boston, 
ass. 





established trade in the following terri- 
tories: Washington, Oregon, Idaho, 
Montana, Louisiana, Illinois, Nebraska, 
Colorado, Kentucky, Tennessee and 
Minnesota. Fastest and easiest selling 
line of Women’s extreme Novelties on 
Market today at $2.85 and $3.85. 
Straight liberal commission. Write at 
once giving references and other infor- 
mation in first letter. Fashion Shoe 
Co., 1327 Washington Ave., St. Louis, 
Mo. 





Salesmen Wanted 


To travel in MINNESOTA, IOWA, 
INDIANA, ILLINOIS, OHIO and 
MICHIGAN with a two grip line of 
MEN’S MEDIUM PRICED DRESS 
WELTS, on straight commission basis. 
Every number carried in stock. Only 
experienced salesmen need apply. Ad- 
dress D-867, care Boot and Shoe Re- 


corder, 80 Federal St., Boston, Mass. 











Waren salesman as partner who has 

good following in New York and vicinity 
to devest capital in a well established concern 
manufacturing ladies’ high grade turn shoes. 
Apply Box D-857, care Boot and Shoe Re- 
corder, 239 W. 39th St., New York, N. Y. 





Ses ue SALESMEN, carry side line, = 
heels, beaded and cut steel buckles. 1 ter- 
ritories: Also call on manufacturing trade. 
Commission. Address D-860, care Boot and 
Shoe inp 239 W. 39th St.. New York 


City, N. Y. 





es & for Indiana, Ohio and Michigan. 

produce results with a full 
fie Calfskin ‘Shoce to retail’ at $5.00, $6.00 
and $7.00, 7 per cent commi Give refer- 
ences and in first letter. WEBER 
SHOE CO., INC., North Adams, Mass. 


aE WANTED to sell line of_men’s 
P. 





Goodyear een oe Shoes in City Fel 
Detroit and surrounding Apply 
BAS > Inc., 162 Des Duane St. on 





SALESMEN WANTED 


By the livest and fastest ing ‘‘In- 
stock’’ house in America. ave several 
very desirable territories open for sales- 
men with established trade for a fast 
selling line of ‘‘Extreme’’ women’s novelty 
shoes in stock to ge & at ~ gad F] ae $6. 
Strictly commission those 
with established Sole 4 .-. @ 


WM. MARKS SHOE CO. 
1406 Washington Ave., 
St. Louis, Missouri 











— for South Carolina and Western 
North Carolina! Must reside on territory 
and travel by auto. Children’s and Women’s 
Welts, McKays and Stitchdowns. Large stock 
department. Commission basis. Address D-865, 

care Boot and Shoe Recorder, 80 Federal St.. 
Boston, Mass. 


A nationally knewn long-established whole- 
saler of better grade women’s novelties carried 
In Stock has openings in northern New York 
State and parts of Ohio, Penna., and Mich. 
for commission salesmen with records. 
Please give your complete story in first letter 
—it will be held confidential. Address D-809, 

Shee Recorder, 80 Federal St., 








for Tome. Must a ¢ on per. 
ritory and trave auto. ren’s an 
mg wee. AEA titchdowns. 
ee stock department. Se tesien 
D-839, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 
SALESMEN. WANTED—Real producers in 
the following territories:—North and South 
Dakota, Minnesota, Wisconsin, Iowa, Nebraska, 
Colorado and Utah, Texas, Louisiana, Ken- 
tucky, Ohio, New York, Illinois, Indiana, 
Alabama, Geo: We are manufacturers of 
one of the lines of work s' dress 
oxfords and shoes, a real OUALI Y  line— 
BIG commissions paid to the right man—estab- 
lished territory—only live wires need apply. 
TT D846, care Boot and Recorder, 
189 W. Madison St., Chicago, III. 


A WELL known popular priced line of Wom- 
en’s Novelty Shoes with an established 
trade, is desirous of lining up with a live wire 
Buffalo resident salesman for New York State, 
traveling from Utica, north. Address D-870, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 


WANTED—Salesmen to carry manufacturer’s 

line of two samples representing a chil- 
dren’s line of shoes and oxfords in stock in 
sizes 3 on up to size 11. A good solid shoe at 














Honestly made, — 


SALESMEN 7a icon Women’s novelty 


McKevs at $ 
right. See our line on display in Room _ 1030, 
Morrisor: Hotel, during Style Show. B. B. SHOE 
COMPANY, Milwaukee, Wisconsin. 





WANTED—Live wire salesmen with estab- 
lished trade, for fast selling line of In- 
fants’ and Children’s Turns and Welts. Sev- 
eral territories open. Spring line now ready. 


ens ae fe W. 39th ‘St, 
Neo York, ¥, . 


ble prices. Can be carried with non- 
conflicting lines. References required on appli- 
cation. ROHER & COMPANY, Orwigsburg, 
Pennsylvania. 





FOR LEASE 


LADIES’ shoe department in the leading 
ready-to-wear store in a town of about 
25,000 . located in Indiana. Hundred 
per location. Exceptionally fine openin- 
for oa shoes. Address D-859, care Boot and 
hag | 0h 239 W. 39th St.. New York 
ity, . 
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LINE WANTED 








FOR SALE 





MERCHANTS’ NEEDS 




















Line of Ladies’ Shoes 
Wanted for New England 


Eighteen years’ experience in this terri- 
tory: 12 years with one house. High- 
est references from latest connection. 
Address D-866, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 











LINE WANTED on commission basis. Sales- 
man, with 16 years acquaintance among 
the better shoe merchants in New York and 
vicinity, desires good line of either men’s, wom- 
en’s or children’s shoes. Best references. Ad- 
dress D-858, care Boot and Shoe Recorder, 
239 W. 39th St.. New York City, N. Y. 


FOR SALE 
aS great opportunity to By an established 
hoe Store on 79th sk, fastest developing 


cortying business ‘atstriet fh in Chicago. 

Reasonable rent, long lease. New building 
$4,000 stock. Reason for selling: Sickness. 
Address care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, 
[llinois. 














S15. STORE FOR SALE. A well estab- 
lish®@d shoe business in one of the best small 
towns in Southern California, owner retiring 
first of year, a money maker from the start. 
Address D-869, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 





HOE line wanted by road salesman. Fifteen 
years’ experience from Mississippi River to 
Pacific Coast. Address D-861, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 


INE WANTED for New York City, Brook- 
lyn and New Jersey. Salesman having rep- 
resented Manufacturers lines of Men’s, Women’s 
and Children’s Shoes in the above territory for 
12 years. At present representing a manufac- 
turers line of Ladies’ Novelties, is desirous of 
making a change. Can furnish excellent refer- 
ences. Address D-862, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 


LINE WANTED—Ladies’ Corrective or Nov- 
elty shoes for Western Massachusetts and 
Connecticut. Eight years’ experience in that 
territory. Best references. Address D-863, 
care Boot-and Shoe Recorder, 80 Federal St., 
Boston, Mass. 


LIE wanted for Wisconsin or Minnesota by 
a capable salesman with long experience. 

References furnished. Address D-834, care 
Boot and Shoe Recorder, 80 Federal St., Bos- 
ton, Mass. 






























POSITION WANTED 











Expert on Credits 
and Modern Factory 
Organizati 


This man offers you successful ex- 
perience in those executive factory 
«positions where experience is most 
valuable—Credit Management, han- 
dling mail orders in a million dollar 
annual volume, Contact Man be- 
tween factory and _ wholesalers, 
Catalog making—a wide acquaint- 
ance among retail merchants. 

His services are now available to 
some high grade shoe factory need- 
ing experienced executives. Ad- 
dress D-851 re Boot and Shoe 








FOR SALE—An established shoe store of 19 
years, in a town of over 17,000 and having 
a drawing of 10.000-15,000 population. Cen- 
tral business location. Retiring from business. 
Store and dwelling can be leased by March Ist. 
Further information can be had by writing or 
applying to The Factory Shoe Store, 121-23 
West Centre St.. Mahanoy City, Pennsylvania. 


IVE THOUSAND PAIRS AT $.25 PER 
PAIR — Infants’ Elk Leather Soft Sole 
Shoes. Sizes 1 to 5. Call, wire or write for 
samples. Also booklet on our regular order. 
— Moccasin Mfg. Co., 344 Broad St., Lynn, 
ass. 








FOR RENT 





[DEAL office with reception room in boot and 
shoe building—$35.00 month, or suite if 
desired. Address Mr. Schuberth, Room 1409, 
189 West Madison St., Chicago, Illinois. 





BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal + a or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 











WANTED TO PURCHASE 










Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 









Made in all styles 
to suit any shelving 
conditions. 








Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
24:6 No. 10th Street 
ST. LOUIS, MO. 









































Advertising Air Balloons 
Sise No. 50-—8%" Inflated 
$4.00 ger gress Quantities 6 grees 
“se your Ohook ow more 

end your Ad 
W. EB. FOLLIS ADVERTISING 
SERVICE 


159 No. State St., Chicage, Ill. 
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‘MODERNIZE STORE METHOO 

To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 
absolute safety — to insure 
quick service for wholesale 
or retail vee one 
























































Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noise and produce a ladder of 
ample strength for safety, 




















ca 
Socerder, 80 Federal St., Boston, 














POSITION WANTED—Shoe Buyer or De- 
partment Manager, Man of fifteen years’ 
experience men’s and women’s better grade 
shoes. My experience covers the shoe game 
from the ground up. Chicago, St. Louis and 
Kansas City experience. A No. 1 references. 
Address D-843, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 


RETAIL Shoe Store Manager, now employed, 
desires to connect with concern that can 
offer advancement. Brought up in shoe busi- 
ness. Ten years’ experience as manager and 
buyer, familiar with modern merchandising 
methods. Christian. Age 35. West of refer- 
ences. Address D-871, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 














HELP WANTED 





bog Sf rig CLERK. An opportunity presents 
a thoroughly experienced man to 
take a oe of shippin: --_ with a fast- 
Ffeadaa retail shoe Organization with 
ers in Ohio. "Give "erall details in 
information will be kept 


. All 
sirictly confidential Repl D-847, care 
iat gad Shee ccorder, 80 F. St., Bos- 
ass. 


TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








4 Canal 8014 


HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, Bhert 
Est. 1890. 

MAX GLAUBERG 
64 Lispenard St., New York Oity 








DO YOU KNOW? 


That can buy or sell it through 
the “Where to columns. This 
feature in its service is a time 
saver in immediate needs. 

























convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 
mt FEMYERS & BRO.ca: 
ASHLAND, OHIO. 

















BPUMPS -WATER SYSTEMS-HAY TOOLS ~- DOOR HANGE 



























LABELS 


TINCTIVE arid 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


4 Ww ©*y NY ¢ 
a. beens ot i 1 @) 









The DIS 









EE ow ore lta 


vOeees le 


pote cree 


76 





MERCHANTS’ NEEDS 











When im New York Visit 
Levine Display Studio 
251 West 42nd - fag York City 
Phone Wisconsin 6659 
Specialising in Snee Window 




















- 





Inquire Your Jobber or Direct 
Deauville Import 





WINDOW 
DISPLAY FIXTURES 
made 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


= 


~ _ swon CARTON Labet ayee 
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Do You Give Him 
a New Pair? 


[CONTINUED FROM PAGE 53] 


across the ball, it will be necessary 
only to return the cracked soles to the 
shoe manufacturer in order to get a 
proper adjustment? 

This assumes, of course, that the 
merchant has had the shoes resoled for 





the benefit of the customer. Ordinar- 
ily, this is not more than a $1.50 job, 
and this should include the cost of the 
soles. 

An adjustment should not be ex- 
pected if the soles have given reason- 
able wear and have worn out to the 
point that even the name of the maker 
or the brand is hardly distinguishable. 
The merchant should be thoroughly fa- 
miliar with the requirements of shoe 
construction where composition soles 
are wu The attaching side of the 
soles should be buffed or roughened, 
and a good grade of cement should be 
used so that the sole will adhere 
closely to the filler. So important do 
sole manufacturers consider this that 
a standard method of attaching made 
soles has been adopted by the Rubber 
Association of America for the benefit 
of manufacturers using their material. 
These specifications are available to 
the shoe buyer and he should be fa- 
miliar with them. 

That the merchant and consumer 
will get satisfactory results, if this 
method is followed, is the contention of 
the members of the association. Any 
deviation from these standards in the 
method of attaching or in the qualit 
of the cement and thread used will 
lead to dissatisfaction and will mate- 
rially shorten the life of the shoe. 





Ohio Shoe Travelers 


Reorganize and Elect 


CoLumBus, OHIO (UTPS)—The Ohio 
Shoe Travelers Association, one of the 
oldest of the affiliated organizations to 
the National Shoe Travelers Associa- 
tion at a meeting Dec. 1 reorganized 
the association by the election of 
Perry W. Smith, president; Al Car- 
lisle, vice-president, and Richard Hock, 
secretary and treasurer. About a score 
attended the meeting and much enthu- 
siasm was shown in the reorganization. 
A membership campaign will be con- 
ducted to increase the membership. 

Club rooms have been secured in the 
Chittenden Hotel where all shoe sales- 
men will be welcomed at all times. 

J. J. Kaltenbrun was named delegate 
to the forthcoming annual convention 
of the National Shoe Travelers Associ- 
ation. Mr. Kaltenbrun is chairman of 
the educational committee of the na- 
tional organization. 





Partnership Incorporated 


Bay Crry, Micn. (UTPS)—Levy & 
Eichorn, footwear and hosiery mer- 
chants at 205 Center Avenue, have 
changed their partnership into a stock 
company under the same e, with an 
authorized capital of $22, There 
will be no in the ownership 





or policy of the house. 
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E. A. Burrill Talks 
to Chicago Travelers 


CHIcaGo, ItL.—The greatest general 
interest of the entire year’s meetings 
characterized the meeting of the Shoe 
Travelers Association of Chicago, 
Saturday, Dec. 8, at the Palmer House. 
Chicago’s shoe travelers gave evidence 
of the extent to which they are qualified 
to counsel with retail shoe merchants 
on budget buying, turnover and many 
other vital factors in the conduct of a 
successful retail shoe store. 

The interest was aroused by Ernest 
A. Burrill, in active charge of the 
educational program planned for the 
coming Chicago convention. 

“Doc” Burrill provided a “case” with 
attendant details of a retail merchant 
whose stock on hand, gross business 
and attendant cost of doing business 
were at variance by an inverse ratio 
with the red ink results at the year’s 
close. The straightening out of the 
merchant’s difficulties produced a lot of 
straight thinking and resulted in a 
unanimous vote by the Chicago shoe 
travelers inviting “Doc” Burrill to ad- 
dress the association at regular quar- 
terly intervals for a series of similar 
discussions. 

“Doc” Burrill said in part: 

“The fear of price is in the entire 
industry. 

“Care needs to be exercised not only 
in the disposition of old shoes but 
thought should be devoted to providing 
a system preventing the accumulation 
of old shoes. 

“Manpower, method and morale are 
fully as important as merchandise and 
display. 

“You trade ambassadors visit retail- 
ers not alone to sell them merchandise 
but likewise to bring them new ideas 
and to work with them in an advisory 
capacity. 

“On safe shoes a merchant may be 
warranted in buying dangerous sizes 
while on dangerous shoes he should 
limit himself to only safe sizes.” 





New Firm to Start 


LyNN, Mass.—Clough-Horn Co. has 
been formed by M. P. Clough, Jr., and 
Max Horn, and will make women’s 
smart style shoes for the big city trade. 
Mr. Clough was with Merrill, Porter 
Co., which is now liquidating after 
making shoes in Lynn since 1885. Mr. 
Horn carried on the Horn Shoe Co. 
until its liquidation last year. W. W. 
Shrigley, who was also with Merrill, 
Porter Co., will become sales manager 
for L. B. Evans Sons Co. of Wake- 
field, who have made shoes for more 
than 100 years. 


Bassett to Move 


LEXINGTON, Ky. (UTPS)—It is 
stated on authority that the S. 
Bassett and Sons shoe store will move 
from its present location the building 
having been leased by a large corpo- 
ration. Mr. Bassett did not disclose 
his plans for the future. 

e Self Serve shoe store will go 
out of business its location having been 
leased by the same concern which will 
occupy Bassett’s. 
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Satisfy the Foot as well as the Customer 








JES... that’s exactly 
\ | what I want. Even 
Sossssoseose :j though they are a 











half size smaller, this partic- 
ular style may be real com- 
fortable.” 


**Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 
feel?” 







“Well, this one seems a lit- -——} 
tle too snug. But perhaps it’s | 
imagination because they are 


“Nearly every- 
one’s feet vary, 
madam. Appar- 
ently your left 













For Sale by Shoe Findings “Dealers 





foot is a trifle smaller. Our 
REPCO stretcher, however, 
will ease that shoe in such a 
way that it will never cause 


you discomfort.” 










@Just how frequently this situation 
arises is best known by the salesman 
himself. His careful fitting 
gains and holds desirable 
trade. In the retail shops an 








orderly equip- 
ment of stretch- 








ers is necessary 


— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 
and the blocks are conneéted by a strong 
steel hinge. The aétion is easy, accurate 
and dependable, through a simple mech- 
anism—toggle joint and slow a&ion 
thread screw. 


doe 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 —Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 































ao 





Serves in 


Sara vale parpoees 0 Py FS he stake Auten fos tho 
to t ’ ? 
right price athe fv ils fe the avant peoliem of tho retail 


an 
Sis ely calte tes fee ths ae bls eles o 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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O you know that Henry Ford is 

the only possessor of at least 
one specimen of every kind of shoe 
or boot worn in this country? We 
commend to Henry the task of get- 
ting the old shoes of the country out 
of the trenches by Christmas! 

A new order in merchandising is 
here—to clear the shelves day by day 
in a dignified way, rather than to 
dump the lot at the season’s end. 
How to plan the passing of the old, 
and the acceptance of the new, is 
scheduled for our Dec. 22 issue for 
merchant guidance. Pawing over the 
bargain table is out of step with 
the modern appearance of stores. 
Dumping shoes on a table is even an 
out-of-date practice in the basement. 
The economically-minded resent the 
idea of merchandise thrown at them. 
A new psychology of giving “the 
most for the money” will be devel- 
oped by us in this issue. 


N military strategy no forward 

progress can be made when the 
men find themselves in securely pro- 
tected places. There is no incentive 
to rush forward into dangers. The 
business that has continued for forty 
years in the same place, with the 
same methods, had better watch out 
in 1929, for the battle for the dollar 
is to the nimble, active and alert 
store that senses a style, even though 
dangerous, and plays it for a high 
profit. 

The same holds true of stock on 
the shelves. A standard stock moves 
slowly while a “style wanted stock” 
has many turnovers, and at the same 
time quite a few casualties. 
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D RY E EET HOES filled with Invisipte MippLesoLe 


offer the best protection against sudden 
on wet p avements [ Rains... Sleet ... and Snow. 


InvisiBLE MIDDLESOLE prevents cold and 
dampness from penetrating through to the 
feet and aéts as first aid to health and com- 
fort by providing a flat, dry insole. 

Leading shoe manufa@urers throughout 
the United States and Canada are filling 


their shoes with INvisiBLE MIDDLESOLE. 


to put Invisible Middlesole (Bottom Filler) in your 


MR. SHOE BUYER: Ask your shoe manufacturer 
shoes — send for descriptive folder and coupon book 


BECKWITH MANUFACTURING COMPANY 


MANUFACTURERS OF VULCO PRODUCTS 
STATLER BUILDING - - BOSTON, MASSACHUSETTS 











